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—the weatherproof battery that sheds water like a duck’s back ! 





Columbia Dry Batteries not only have 
superiority —they look it! 


The same improved qualities of these three Columbia 
Steel Case “Hot Shot” Batteries that stimulate consumer 
demand for your dealers, have increased dealer demand 
for you, and will continue. Talk them up! Super-Durable; 
W aterproof; Unbreakable;Cost No More to Tradeand Consumer. 


Remember the attractive new jacket on 
Columbia Ignitor 


On March 1st, you know, we began shipments of Columbia 
Ignitors in the new jacket. Design as illustrated here —colors 
gray, red, and blue—matches up with the “Hot Shot” colors. 
Tell your dealers about the big Farm Paper campaign going on 
in April—the appeal to farmers in The Saturday Evening Post 
of April 7th—all on the Columbia Dry Battery service they 


need now. 


Columbia 
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The complete Columbia Line gives you 
two points of superiority to cash in on — 
performance and looks that sell 

Distributed 100% through Jobbers; 


so we are partners in this game 


The World’s Favorite Dry NATIONAL CARBON COMPANY, INc. 
Battery in Its New Jacket Long Island City, N. Y. 


Atlanta) Chicago Cleveland Kansas City San Francisco 


Columbia 
Dry Batteries 


— they last longer 


Fahnestock Spring Clip Bind- 


ing Posts at no extra charge 
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With the Editor 


EXT issue will be distributed at 
N the Hot Springs convention of 

the Electrical Supply Jobbers 
Association. While this will not be a 
“Convention Number” in the usual 
trade paper sense, there will be some 
features which we feel will be of 
special interest on the occasion of 
such a gathering. Not the least of 
these will be a collection of human 
interest photographs having an _his- 
torical value—serious or humorous— 
in connection with the early days of 
the electrical jobbing business. You 
older ones in the business are asked to 
send in such pictures (they will be 
very carefully taken care of and re- 
turned). Your first place of business 
as a jobber; a photograph of yourself 
at that time, or perhaps farther back, 
when you were a callow youth; the 
first horse-drawn wagon, wheel bar- 
row, bicycle or whatever it was with 
which you delivered your city orders 
—this is the kind of “old time stuff” 
which would be most acceptable. Re- 
member that “old” in the electrical 
jobbing sense may mean anything 
from 20 years back. 

+ * * 


VERY salesman’s experience in 
E educating the contractor and 

dealer and helping them to make 
a profit out of their business will be of 
interest to every other salesman. We 
invite letters from our salesman read- 
ers relating their experiences in this 
direction. ‘They will be treated simi- 
larly to the letters on “How I Landed 
the Order,” and five dollars will be 
paid for each letter published. In 
general, these stories should demon- 
strate that it pays the contractor or 
dealer to build a reputation for doing 
dependable work with quality mate- 
rials, or for selling quality appliances 
on a sound merchandising basis, mak- 
ing it unnecessary for them to meet 
the cheap competition about which 
there is so much complaint. Tell us 
how you convinced them and what 
definite steps they have taken. 
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. All parts are stand- 


ardized. 


. Strong, rugged con- 


struction. 


. Interlocks. 


. Positive Quick 


Make and Quick 
Break. 


. Many well placed 


knockouts. 


. Removable and in- 


terchangeable end 
plates. 


. Roomy cabinet, fine 


appearance. 


. Operation does not 


depend on screws 
or springs. All parts 
are keyed together. 


. Reversible blades— 


unit blade construc- 
tion. 


Type “A” switch 
parts and Under- 
writers’ Classifica- 
tion “A.” 





It Takes More 
Than This To 
Operate The 
BULL DOG 


The “Bull Dog” Safety Switch is Positive Quick 
Make as well as Quick Break. The danger of unin- 
tentional operation is eliminated by the “Bull Dog” 
Positive Quick Make feature. 


In the “Bull Dog” handle ample play is provided to 
take up any accidental thrust—the effort required 
to compress the Quick Make spring is such that de- 
liberate pressure is required to close the switch. 


When you sell your customer the “Bull Dog” 
Safety Switch, you sell him the result of twenty 
years’ experience in building dependable electrical 
equipment and the combined ideas and suggestions 
of the electrical engineers of many of the large in- 
dustries of the country. The “Bull Dog” embodies 
the 10 Essential Features of Safety. 


Sell Your Customer 
Safety Switch Satisfaction. 


Put the “Bull Dog” 
on the job. 
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Education of the Contractor 


ESPONSIBILITY of the job- 
ber salesmen in relation to their 
contractors is this month again 
emphasized, in two ways. Mr. Morton, 
a leading contractor, gives you, in the 
opening article, his opinion of this re- 
sponsibility. From the manufacturer’s 
side, Mr. Fullman, of the Steel City 
Electric Co., writes an action-inspiring 
letter which is reproduced below: 
THE JOBBER’S SALESMAN. 
Gentlemen :— 

It is hoped that there will be numer- 
ous articles published in the various 
trade papers along the line of educat- 
ing the contractors and showing them 
proper business methods. The contrac- 
tor is really the backbone of the indus- 
try and all branches of the industry 
must co-operate in making him a good 
business man and his business profit- 
able. 

The articles on page 5, March issue, 
on the subject of “Trimming Bids” and 
on page 13, “Is Credit Too Cheap?” 
by W. R. Herstein, are along the right 
lines and the author certainly knows the 
deplorable lack of salesmanship of the 
majority of contractors, most of whom 
have the knowledge and ability to make 
dependable installations. There would 
be a wonderful improvement in the 
character of electrical installations if 
contractors would employ competent 
salesmen to present properly to own- 
ers and architects the advantages of 
* elaborate and dependable wiring instal- 
lations and disadvantages of the cheap 
installations which are not guaranteed 
and which may necessitate early repairs 
or extensions. 

There are many homes today in 
which electrical heating, cooking, clean- 
ing and lighting appliances are simply 
ornaments because the electrical con- 
tractors have not made installation of 
a reasonable number of “convenience 
outlets” to make the daily use of such 
appliances really convenient. 


_ 


The jobber’s salesman is, of course, 
the most effective agent in edu- 
cating contractors to sell and install 
adequate wiring. It is to be hoped that 
every jobber’s salesman will read these 
articles seriously and take to heart his 
full responsibility to the contractors. 
The credit men can also do a lot of 
good if they will frequently leave their 
desks to call on all their contractor 
customers and get in this way a broader 
view of their real sphere of usefulness 
to the industry. The credit men must 
learn more about when not to extend 
credit and more about the fundamental 
advantages of teaching the good con- 
tractors better business methods. There 
will be fewer collection letters written 
and greater sales made if credit men 
will perform their real functions con- 
sistently. 

There is one truth that should be 
impressed upon manufacturers, job- 
bers, dealers and contractors; namely, 
that cut prices do not as a rule increase 
the total volume of sales. The only 
certain way of increasing volume of 
sales is to improve selling methods and 
to develop sales possibilities. The elec- 
trical industry needs more “creative”’ 
salesmen, particularly in the contract- 
ing branch. 

The present policy of cutting prices, 
meeting cut prices and “skinning” the 
job simply means a narrow margin of 
profit for every branch of the industry 
with frequent failures and bankruptcy, 
for the concerns that cannot stand the 
strain. A chain is no stronger than its 
weakest link, and the whole industry 
will suffer in direct proportion to the 
failure of one or more branches to adopt 
a progressive policy based on good busi- 
ness principles. 

Yours truly, 
Steel City Electric Co., 
V. G. Fullman, 


Sales Manager. 
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Shen IZ! 


Five good Liberty Hot Plates and just one selling talk puts ~~ 
across to your dealer and to your dealer’s customer. ~ 


The Liberty Line 





















The Original Liberty, 
$2.00 Retail West of 
the Rockies, $2.50. 


One good selling talk on the Liberty Line is equal to five sales talks 
on five hot plates of different lines— 


1-H: High Heat, 
$5.95 Retail. West 
of the Rockies, 
$6.25. 


Yes, and better, because if your dealer stocks one hot plate of five 
different makes, the chances are he misses the big selling point on 
all, and his sales amount to just plain zero. 





2-H: Super-3-Heat, 
$9.85 Retail. West 
of the Rockies, 


Concentrate on the Liberty Line. There’s a Liberty for every hot 
plate need. 


Liberty’s are advertised, boosted by snappy sales helps and backed 
by a square sales policy. 











i. 
t : 
| r ' Lawrence Efferth, 
Retail. West of the Rockies, $14. 75. Sal Man. 
es ager. 





(Electrical Division) 


6545 Carnegie Ave., Cleveland, O. 


Pacific Coast Representatives, 
WESTERN AGENCIES, INC., 
711-713 Mission St., San Francisco, Calif. 


Libewty /ot Plates 


Liberty Users Become Appliance Boosters 
I ee el 


ot the Rockies, S98. sical THE LIBERTY GAUGE @ INSTRUMENT CO. 
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Show Your Contractor Customers 


~ How to Make a Profit 


Jobber Salesman’s Suggestions Are Accepted Because of His Broader 
Business Experience 


By W. H. MORTON 


6é RIMMING Bids by Contractors,” discussed in 
the March issue of THe Jospser’s SALESMAN, 
“Starvation Wiring Prices,” 
phrases which have been ring- 
ing in the ears of the con- 


and the like, are 


problem. The salesman has a great deal of influence with 
his customer, the contractor—more perhaps than he re- 
This is due not only to the fact that he is the 
supplier, but also, in many 
cases, has a broader business 


alizes. 





tractor regularly of late. In 
most of the meetings held by 

contractors, the general prob- l 
lem is discussed. In the con- 
tractors’ official organ — 
the National Electragist—it 
has been attacked with vigor. 
In Canada the problem is also 
to the front. There we find 


tractor upon 


N THIS ARTICLE you have the 
successful con- 
the subject of 


views of a 


“Trimming 
tractors,” as set forth in the lead- 
ing article in March. 


experience. Therefore, it is 
my opinion that in any move- 
ment for the betterment of 
conditions, the jobber’s sales- 
man can do far more to guide 
Bids by Con- the individual contractor in 
the path he should follow 
than can a competing con- 
tractor, no matter how sincere 


Mr. Mor- 





the Electrical News, in a very 
forceful editorial, pointing 
out that, whereas, the elec- 
trical wiring for residences in 
1922 should have approxi- 
mated 5 per cent of the con- 
struction cost necessary for 
adequate installations, it only 
reached 0.7 of 1 per cent. 
You can hardly turn to the 
pages of any electrical paper 
without coming upon stirring 


comments bearing upon this very important subject. 
All these forces have weight. They are surging in upon 
the contractor from all sides. 
to be crystallized? 
It has seemed to me, even before reading last month’s 
article in this magazine, that the jobber’s salesman is in (1) 
stuff—that every contractor has had it brought up to him 


a particularly advantageous position to get action on this 





ton coincides in the opinion that 
the jobbers’ salesmen are in a 
position to accomplish more in 
the education of the contractor 
than any other class of men. He 
cites four fundamentals which 
you should continually seek to 
impress upon the contractor. 








How, then, are these forces 


the motives of the latter may 
be. If contractor A _ ap- 
proaches contractor B in his 
own city and says: “B, let us 
shake hands on one thing— 
that from now on we will do 
our best to really sell the 
electrical idea to our custom- 
ers’; while Bmay concur, still 
there is that perfectly human 
trait in his make-up that 
always causes something to 


whisper in the back of his mind that A is trying to put 
something over, because he is a competitor. 
In my opinion there are four main things which the 


jobber’s salesmen should continually seek to impress upon 


the contractor: 





Teach him to know his costs. 


This you say is old 
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times without number. True—but only a small percentage 
have ever acted. If you, as a friend, can personally 
interest the backward contractor in putting in a cost 


accounting system, you make a 
better customer out of him. You 
put him on the road to profit. The 
cost accounting system will show 
him the utter folly of price cut- 
ting and trimming to the point of 
actual loss. 

And the way to help him is 
this: The Association of Elec- 
tragists—International, 15 West 
37th street, New York City, has 
compiled two complete cost ac- 
counting systems all ready for the 
contractor to install. One is de- 
signed for the small contractor 
who does not have a bookkeeper 
and one for the large contractor. 
These are available to members 
of the Association at cost price 
and can be bought for a small ad- 
ditional sum by any contractor 
outside of the Association. Two 
booklets have been prepared by 
the Association describing these 
systems, and any one can obtain 
these booklets by writing to As- 
sociation headquarters. You sales- 
men ought to have some of these 
booklets to take with you. Give 
them a little personal study and 
then, when you find a contractor 
who has a lax accounting system 
or none at all, sell him on the idea 
of having a real check on the 


financial end of his business; so that he can make some 











W. H. Morton 


Mr. Morton is secretary of Sanborn 


Electric Co., Indianapolis, Ind., a 


contractor-dealer firm 81 years ‘old 
and one of the largest in its territory. 
Mr. Morton, himself, is the man, who, 
with Mr. Charles Eidlitz, started the 
National Electrical Contractors Asso- 
ciation, now the Association of Elec- 
tragists, International, in 1901. He 
was its secretary continuously until 
1913, and again, after a five year 
interim in Porto Rico, from 1918 to 
1921, when he came to Indianapolis. 








(2) Go a step farther and hammer on the subject of 
overhead. Any contractor who bills out a job of work 
for materials and labor only, or with a fair addition for 


profit, but without any charge for 
overhead, might as well go back 
to work as a wireman before ca- 
lamity overtakes him. 

(3) In the nature of things, 
the jobber’s salesman can do more 
good than anyone else in showing 
the contractor how to sell the per- 
formance of an installation rather 
than the materials. The average 
householder knows nothing of 
what constitutes a good working 
installation, but yet he is intense- 
ly interested in anything that will 
safeguard his home—anything 
that will make electricity safe 
and at the same time ready to 
serve his every need. The con- 
tractor should approach him from 
the standpoint of the desirability 
of a safe and flexible electrical 
system—safety switches, conduit 
wiring, special power circuits for 
appliances which are bound to be 
used in his home. The installa- 
tion of sufficient service is the 
first step in any home. As a 
salesman do you not just “itch” to 
get at one of those home builders 
and sell him a really satisfactory 
installation? Of course you do. 
And your great opportunity lies in 
imparting this same feeling to 
your contractor friend who may 


not have this selling instinct developed as you have. 


real money out of his business, rather than day wages (4) And lastly, along much the same lines, sell the 


only. Roughly, I believe there are only about 800 con- 
tractors now using this standard accounting system, 
whereas, there are at least 4000 contractors who ought to 


be using it. 


of education. 


contractor on not only the desirability but the necessity 
of more convenience outlets in every home. It is one of 
the most important things connected with your mission 





A Clever Idea for Your Dealer 





MR. and MRS. ELECTRIC LIGHT USER 









Please accept this little fuse with our compliments. It is a small favor but 
sometimes value is determined by the service rendered. This fuse is known as the 
““CLEARSITE’”’ fuse, as you can readily see when it is ‘‘blown.’? Very convett- 
ient for your own use. We have them in neat cartons of 4 for 25c. 


We also wish to again call your attention to our business as a whole: We 
carry a full line of the very best of electrical appli- 
ances, Mazda Jamps and wiring supplies. We repair 
all kinds of electrical appliances regardless of the 
make or where you bought them. 





Try our service. Phone 91. 


STAR ELECTRIC CO. 


(Over) Detroit, Minnesota 























The Duluth Electric Supplies Co., 
Duluth, Minn., calls attention to this 
advertising idea used effectively by 
one of its dealers, Mr. Charles Wood, 
proprietor of the Star Electric Co., 
Detroit, Minn., this is worth passing 
on to some of your own dealers. 
The card is self-explanatory. An 
Economy “Clearsite” fuse went with 
each card. It was a welcome reminder 
to the householder that the Star com- 
pany was at his service. On the re- 
verse side of the card were printed 
six pointers regarding the use of 
electricity in the home—safety 
“Dont’s” for the householder to bear 
in mind. 
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The Four Star Contest 


A Constructive Program of Business Building in Which the 
Jobber Salesman Plays the Leading Part 


By W. E. UNDERWOOD 


AN you qualify as a Four Star seller of lamps? If 

so, step up and take a prize:—That, in effect, is 
. what the National Lamp Works is now saying 
through its jobber-agents to many hundreds of jobbers’ 
salesmen. 

This lamp manufacturer has instituted the Four Star 
Contest, which is probably the most interesting and unique 
contest ever carried on in a nation-wide way among job- 
bers’ salesmen. And this contest is not merely a flash 
in the pan. It is not merely a clever scheme temporarily 
to enthuse the jobber’s salesman and the lamp retailer 
so that lamp sales may be increased during the period of 
the contest. It is based on merchandising fundamentals 
—the putting across to the jobber’s ‘salesman and his 
lamp retailers the few primary, basic things that make 
for permanent success and profit in the lamp business. 
To quote the National Lamp Works in their first message 
to the jobber’s salesman, “The Four Star Contest is no 
order-taking orgy. It is a constructive program of busi- 
ness building. You don’t win by filling your agents full 
of hop and hope. You win by everlastingly preaching 


four simple, basic, business principles.” 
Here is one contest, the results of which assuredly 
will never die. 





of Lithographed Posters. 





The Monthly Window Trim Service to Retail Agents Consists of a Three-Paneled, Mahogany-finished Frame and a Set 
New Posters Are Sent Each Month, With Suggestions for Building An Effective Window Display. 


The four fundamentals of selling around which this 
contest is centered are called the Four Stars. Practically 
all of the things which a lamp retailer may do to stimu- 
late lamp sales may be classified under some one or other 
of these Four Stars. But in each class there are certain 
most direct and profitable activities which should be car- 
ried out first. 

The Four Stars are:— 


Star 1. Window Display. 

Star 2. Store Interior Set-up. 

Star 3. Word-of-Mouth Selling. 
Star 4. Outside-the-Store Activities. 


The National Lamp Works makes. available, upon a 
subscription basis of $5.00 per year, a monthly window- 
trim service to its retail agents. The lamp merchant who 
subscribes to this service receives a three-paneled, ma- 
hogany-finished frame and a set of lithographed posters. 
Each month thereafter, for a period of one year, he 
receives a new set of posters, with suggestions for build- 
ing an effective window display, using the frame and 
poster as a central feature. This is exceedingly valuable 
to the lamp retailer, because it saves his time in trimming 
the window, as the suggested display may be very quickly 
and attractively installed either by himself or a subor- 
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dinate. He does not have to dig down into his jeans for 
special window-trim material such as crepe paper and 
other “‘props.”” Furthermore, the trim, coming fresh each 
month, reminds him that it is time for 4 new window 
display. The trims are always seasonable and frequently 
tie up to national magazine advertising, thereby enabling 
the retailer to localize 
and cash in on the value 
of this magazine adver- 
tising. ‘This window serv- 
ice has been offered by 
the National Lamp 
Works for several years 
and the majority of their 
progressive lamp agents 
are already regular sub- 
scribers to the service. 
The increase in the lamp 
business acquired by 
agents who employ the 
trim service has been so 
definitely marked that 
this lamp. manufacturer 
knows that each of its 
agents who is not using 
the monthly window trims 
is positively missing at 
least 25 per cent of the 
lamp) business it ought to 
have and which this one 
activity would surely 
bring. 

So much for Star 1—it 
all hinges about the 12- 
time window-trims. 

Star 2 has to do with 


= 
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minding people of lamp needs and helping them to select 
the right lamps. 

The live, aggressive lamp merchant who does this soon 
becomes recognized in his community as an authority on 
lighting matters. His advice is sought. He is asked to 
solve lighting problems and it pays him handsomely. 

Star 4 embraces all of 
the many things that 
reach beyond the store to 
bring in more customers. 
It includes all outside ad- 
vertising and sales effort. 
Most lamp merchants 
have comparatively little 
lamp business among 
stores and factories, yet 
every lamp merchant is 
entitled at least to the 
lamp business of neigh- 
boring merchants. He can 
easily get it by simply 
going out and asking for 
it. Principally, Star 4 
asks the lamp retailer to 
do this one simple, pri- 
mary and most. profitable 
thing. 

The Four Star Con- 
test is intended to help 
the jobber’s salesman to 
help his lamp agents. By 
means of this contest both 
may visualize more clear- 
ly the elements for suc- 
cess in lamp merchandis- 
ing and progress may be 


Tnidersity of Hight 
NELA PARK 
CLEVELAND 














store interior set-up— Every Four Star National Lamp Agent Will Be Known by His made in the practice of 
those identifying  ear- Diploma, Framed and Hung in His Store. these fundamentals. 

marks which The contest 
constantly re- FOUR ACTIVITIES LAMPS opened _. on 
mind each cus- vn March 1 and 
tomer that he is will close on 
in a store where aaa May 31. This 

Window Displays 





lamps are sold. 
First and fore- 
most is the lamp demonstrator which the National lamp 
agent may build for himself or buy at less than cost from 
the National Lamp Works. This lamp manufacturer 
offers to its agents this most attractive counter demon- 
strator, containing sockets for 11 lamps, each controlled 
by a tumbler switch, at $12.50; scarcely more than the 
list value of switches and sockets. ‘The demonstrator is 
so pleasing in appearance that many agents gladly pur- 
chase two—one for the counter and one for permanent 
window display. It is, of course, wired and fitted with 
a flexible cord and plug and with identification cards for 
indicating various lamp sizes and prices. The customer’s 
interest is aroused by trying the lamps himself. 

Other store ear-marks are the attractive arrangement 
of cartons of lamps on shelves where they will receive 
attention; a transparency for the front door; and wall 
hangers, one listing prices of lamps, another indicating 
proper lamps for various types of fixtures and various 
rooms in the home. ; 

Star 3 is word-of-mouth selling within the store,—re- 








period of three 
months gives 
the jobber’s salesman ample time to make Four Star lamp 
merchants of all of the lamp retailers he handles. 

According to the plan, each jobber’s salesman is sup- 
plied with a Four Star Kit giving him complete informa- 
tion on the contest, information on the Four Stars 
themselves, and all necessary reports, forms, etc. Each 
week during the contest something to aid him in putting 
over the Four Star idea to his retail lamp agents is sent 
to him and to his agents. His home office is supplied 
with a large chart upon which the standings of all sales- 
men for the house are marked up. 

For the sake of fairness, salesmen are divided into 
three classes. Group I consists of those salesmen with 
from 8 to 6 retail agents. Salesmen having from 7 to 15 
retail agents are in Group II, and Group III is comprised 
of salesmen having 16 or more retail lamp agents. There 
is a different set of prizes for each group. All that the 
salesman has to do is te count the number of agents he 
has and he knows at once which group he is in. 

To know at any time where he (Turn to page 54) 
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An Advertised Jobbing Business 


McKew Parr Credits His Success Largely to Judicious Advertising — But 
Parr Personality and Ideas Have Also Contributed 


By GEORGE E. POMEROY 


O have a proper appreciation of a man’s achieve- 
ments, it is necessary to know something of the man general sales manager. 
himself. In his unusually interesting career, 


McKew Paar, president 
of the Parr Electric Co., 
has met men of all sorts 
in many parts of the 
world. Perhaps in this is 
to be found the secret of 
his success in advertising 
his-business. He knows 
what interests and ap- 
peals to people, and how 
to put himself in the other 
man’s place. Everything 
he writes or says has 
the “human touch.” 

He was born in Balti- 
more 88 years ago, and 
attended Boys’ Latin 
School in Baltimore and 
the West Point Millitary 
Academy. After leaving 
West Point, he enlisted as 
a private in the Cavalry 
but was disqualified for 
physical reasons and then 
became a newspaper man 
on the Baltimore Herald. 
That paper was de- 
stroyed by the Baltimore 
fire and was not re- 
established. Next came 
a years’ experience with 
one of the banks in Balti- 
more, followed by a 
period of service with the 
Maryland Telephone Co. 
and the Baltimore Elec- 
tric Light & Power Co. 

After that, Mr. Parr 
spent three years with 
the Electrical Material 
Co. of Baltimore, serving 
successfully as counter- 
man, stock clerk, shipping 
clerk, purchasing agent, 


quotation clerk and salesman, and then with the Southern 
Electric Co. of Baltimore covering Virginia, North Caro- 
lina, South Carolina, Georgia and Florida. 
to cover western New York for the Cataract Electric 


Supply Co. of Buffalo. 


His final connection was with the Hart & Hegeman 
Mfg. Co. as salesman, covering the Atlantic and Gulf 





McKew Parr, President and Treasurer Parr 


Electric Co., Inc. 


“Training salesmen to me is like training a fox hound, 
When the hound is being trained he will see a rabbit and 
start chasing it, and go and bring back the rabbit when he 
should have brought back the fox. Our salesmen have 
had to learn to forget the small, unimportant business 
and to go after only the large, worth-while business.” 














He left them around the city. 


other city. 





States, later being made advertising manager and then 


Shortly after the war broke out, Mr. Parr volunteered 


for military service but 
was rejected for physical 
disqualification and then 
“Trade 


Advisor’ of the Bureau 


was appointed 


of Exports, being put in 
charge of tin and the tin 
products. Later he was 
made “Foreign Agent of 
the War Trade Board” 
and subsequently “Special 
Assistant of the Depart- 


ment of State” under 
Lansing. He was also 


made Vice-Consul and 
different 
times to France, Spain 
and England and _ the 
Canary Islands. After 
the war, he returned to 
the Hart & Hegeman 
Mfg. Co. to resume his 
old position as general 


was sent at 


sales manager, resigning 
in July, 1919, to go into 
business for himself. He 
organized the Parr Elec- 
tric Company and estab- 
lished an office and ware- 
house at 77 Warren 
Street, New York, to 
engage in the electrical 
jobbing business. 

I asked Mr. Parr how 
he happened to pick New 
York City as the logical 
point for establishing 
this business, and _ he 
replied that while there 
were a great many job- 
bers in the city, at the 
same time New York 
seemed to offer greater 
opportunities for a busi- 


ness of that character because of the many industrial 
plants and other large users of electrical supplies in and 
He believed that he would have a bigger 
field to work in than if he established his business in some 


At the outset, Mr. Parr had very definite ideas on 
how he would run his business and they have proved 






THE JOBBER’SfAJSALESMAN 








out very well indeed. In the short period of three years, time to time. 
the Parr Electric Company has developed into one of I asked him if his sales letters had proved of much 
the successful electrical jobbing houses in the city of value as advertising, and he replied: “Yes, we can trace 
New York. A branch house has recently been opened actual sales to these letters and the interest they have 
in Newark, N. J., to render better service to the com- aroused is certainly unusual. These letters go out to our 
pany’s customers in New Jersey. entire mailing list which is made up principally of pur- 

Mr. Parr said: “Our field is limited to the Metro- chasing agents and other executives of large industrial 
politan District and we solicit business only from indus- corporations. These names are furnished us by our sales- 
trial plants, railroads, steamship companies, drydocks, men and are kept up to date at all times so that there is 
etc. We have nothing to sell but service, having some- practically no waste of advertising material when we mail 
thing like 40 other wholesale electrical supply jobbers out these letters and other direct-mail literature. They 
in this district as competitors.” reach the men who have the final word in the buying of 

This brought up the subject of advertising. Mr.  elecrical supplies, and they are the men we want to 
Parr, as already stated was at one time advertising reach.” One of the sales letters is here reproduced. It is 
manager of the Hart & Hegeman Mfg. Co. and in that certainly out of the ordinary. All of the letters have the 
position had an opportunity to investigate the advertising human touch and contain (Turn to page 64) 
that was being done in the various branches of the 
electrical industry. Even though it was generally 
believed that a jobbing business is one that cannot 
well be advertised because of the very close margin 
on which it operates, he was convinced that it would 
pay to do so and has employed all forms of adver- 
tising from the very beginning of his business. 

He personally writes all his - 
sales letters, booklets, blotters and facah 6 egw Wome 
folders, as well as other material 

















































Evectricat Sureues 


that his company sends out. ee 








Westean U 
A. 8. C. 4TH &@ Stm Eoition 
Omect Factory DistmeuTons 
ROME WIRE CO. 


Leap Case 





TELEPHONES 
Baaciay pond 


HUBBELI 


New YorK, N. Y.. U.S. A. 
“well Ueuted? ced oe besbiet” . September 26, 1922. 


“HOW TO LIGUT A FACTORY.” 





Light WEATHERPROOF WIRE . 
r } ) Rusesr Covered Wine P ese 
THE PIONEER ae deb SILK ano COTTON CORD . 5 
ix ant Aseestos Heater Cono 7. sees 
Surer-Service Coro 77 WaRREN STREET - ee 


Wholesale Electrical xupplics, 
WEES TRIS CO: NC I Mba ea se aS THE FLAG-SHIP OF OUR MERCHANT MARINE 








"THE LEVIATHAN"! That name brings recollections to all of us. 
HOW TO She carried 5% of the entire A.E.F. “over there®. Do you remember how 
SELECT hard the "suts® tried to get her? Once, five of them ambushed her,- 
ELECTRIC and that's no "Creel" story either. 


FANS 


To know the ed a t 

fans for your office factory 
and how to snacc chown, 

booklet on 


wastincnosse 
ELECTRIC FANS 


it contains valuable and in- 

teresting information. We carry 

all types and sizes of 
Westinghotise Fans. 





She is still a comparatively new boat - the Vulkan Yards in 
Hamburg had just finished building her when the war broke out - she 
only crossed three times as "The Vaterland" - and then was interned. 
When we siezed her; all the sumptuous interior was ripped out and she 
was fitted up as a transport with racks of bunks for about 14000 men. 





Now she is being reconditioned to be the most completely 
+ ale equipped, luxurious liner afloat - the Flagship of our new American 
Muinee ine ‘hour nor uur ‘comvenene | Merchant Marine - 954 feet long, displacing 69000 tons. 
when they need rush deliveries, 
We were selected to supply a goodly part of the Blectrical 
Material to the Newport News Shipbuilding & Dry Dock Company for "THE 


ad 
BARCLAY oc.” 











pit 1 Seneen ee, Nee ee LEVIATHAN" - *"Condulets®" - "Arrow" Receptacles and Plugs - "Bryant® 
Pave Switches, Sockets and Merine Fittings - "Edwards" Push Buttons - 
TI Worren St., New York "Hubbell" Reflectors and many other items. 


Tg Llocks West of City Hail 





We do not. know a more efficient, business-like, and keen, 

coe Pir = pT engineering organization than the Newport News Shipbuilding & Dry Dock 
HUBBELL » tant pnw Company and it has been an education and a privilege for us to work 
CURRENT TAP with such a precise, frictionless and energetic machine as is this 
great concern. 


In fact, from our contact with this capable company and with 
the great, well known, yards here in New York, with their mammoth . 
facilities and their experienced, alert organizations, we are convinced 
that if the Government will only extend to American yards a little of 
a that protection accorded to almost all our other industries, that then 
ELECTRIC CO. INC. OAS Te eX EF we can meet the shipyards of the world in competition and more than 
Ae ' hold our own. Our shipyards are, indeed, something to be ud of. 














Examples of Parr Newspaper Advertising—Comparatively Small Space But Yours corgiall 
Always Placed in Preferred Positions Next to Reading. Also a Typical Sales 
Letter. All Letters Contain Something of Interest to the Customer and Always MM 


Feature the Manufacturer. Pres, & Treas. 
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What and Why is a Jobber 


Seventh of a Series of Articles Dealing with Services Rendered by Electrical 
Distributors to Their Customers 


other simple, scintillating and soulfull generalities, 

that one of the forms of jobber service is “the 
carrying of convenient stocks from which supplies and 
merchandise may be withdrawn by the trade as and when 
wanted.” 

We learn this truism about the second day we are in 
the jobbing business. We accept it much as we accept 
the fact that there’s water in the tap, or two sides to a 
piece of paper, or that the bookkeeper wears pants. It 
is such an utterly obvious fact that we fail to think about 
it—and hence we overlook one of our finest little sure- 
thing bets. 

First, let it be observed that the average buyer con- 
siders your “convenient stocks” about as he does a 
United Cigar Store, as the nearest place to supply a 
want. If you’re there with the goods when he wants 
‘em, you get the order. Otherwise, maybe—or maybe not. 
The point being that your “convenient stocks” are about 
on a par with hands on a clock or the gas tank on a motor 
car—things that ought to be there anyway and only caus- 
ing comment when they’re not. 

Which is all wrong, of course. 

Still, you can’t claim credit for something the other 
fellow expects from you as a matter of course. No res- 
taurant can well brag of serving food on clean dishes, 
because you expect such, and raise raucous clamor when 


ie the copy book of jobbery we find it said, among 








In This Dealer’s Store Are 11 Cleaners and 18 Washing Machines If All Could Be Seen. 


they aren’t. No cashier can claim special consider- 
ation for being honest; you expect him to be honest and 
jail him when he’s not. And by the same sad token, no 
jobber can get very boastful because he has these “con- 
venient stocks,’ because they’re something it’s his busi- 
ness to have, and when he’s fresh out of any wanted item 
he shows he is lacking in a fundamental function of his 
business. 

But just because we cannot decently brag of our “con- 
venient stocks’ is no reason why we cannot turn to 
profitable account the fact that we have ’em. It’s all a 
matter of finding the right selling points. And finding 
selling points is the jobber salesman’s business. Let’s 
hop to this one. 


* * * * 


If you look at a piece of conduit head-on, it looks like 
this :— 


O 


If you look at it sideways, it looks like this :— 





The difference between a circle and “a straight line, 
therefore, is simply a matter of your point of view. 

The same general truth applies in looking at any thing 
or proposition. Look at it from some unusual or unex- 
pected angle and you see things the other fellow never 


———————————EE 


They Crowd the Space and 


Raise Apprehensions in the Customer’s Mind. Above All, They Show That the Dealer Has Never Learned the Value of 


Jobbers’ Stocks. 
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thought of. I want to make this thought clear because, 
in trying to show you how to sell the idea of the jobbers’ 
“convention stocks” we have only to look at the proposi- 
tion from a fresh viewpoint to get a seemingly new and 
effective assortment of selling 


And you missed it! What kind of salesmanship is that? 
* * * * 

The method for figuring the percentage of profit a man 

can make annually on the money invested in any line 

of merchandise is very simple. 





points. 

The _ illustration, for ex- 
ample, shows the interior of 
an electric shop, the owner of 
which never learned the value 
of a jobber’s stock. There are 
in this jumbled vista 11 elec- 
tric cleaners and 18 washing 
machines — all alike. This 
plethora of appliances gives 
the prospective customer the 
feeling that all the goods are 
not in the show window, but it 
ought also to give the mer- 
chant’s bookkeeper and banker punch. 
an acute attack of fiscal ver- 
tigo. 

For observe: 
costs the dealer a little matter 


This display 





OR a jobber’s salesman to 

prattle about “convenient 
stocks” on their own account as 
a “service,” is as futile as brag- 
ging that he has an order book. 
But to show the dealer how, by 
ordering frequently in homeo- 
pathic doses, he can more than 
double the annual percentage of 
profit on his investment, is an- 
other thing, with a tremendous 
In this article there is 
given you a simple arithmetical 
formula that you can apply. 


Take the gross profit on the 
item and subtract therefrom 
the expense; then divide by the — 
average number of days the 
goods are held in stock plus 
the average number of days 
accounts are outstanding; then 
multiply by 360. The answer 
is the per cent of profit an- 
nually that the dealer makes 
on his investment in the items 
figured. 

To make this clearer, let us 

state it as a formula:— 
(% gross profit—% expense) 
—- (Number days - goods in 
stock -+- number days accounts 
outstanding) XX 360 — % 
annual profit. 

Now you'll note that every 








of a dollar a day in cash over 
and above what it would cost 
him to let this merchandise lie in the jobber’s “convenient 
stock.”” Presuming that what we see in the picture rep- 
resents a month’s turn-over in cleaners and washers, 
keeping this number of machines on his floor means that 
he is making only about 110 per cent on the money in- 
vested in the two items instead of 218 per cent as would 
be easily possible if he made use of the warehousing 
facilities which the jobber offers him. 

Now, I ask it, is not an extra 100 per cent on his money 
each year a consideration at which the average dealer will 
at least sniff-sniff? Have you, Mr. Jobber’s Salesman, 
so very many dealers on your route to whom 100 per cent 
additional profit is absolutely unimportant? If so, I 
would like to know how they get that way—and what it 
costs a quart. 

How 


many of you salesmen ever stopped, when you saw. a 


There’s another question I would like to ask: 


store like this one pictured—how many of you ever 
stopped to figure out what such a display of superfluous 
merchandise cost Mr. Dealer? 

Not many, I'll bet a cookie. 

Yet here, in cases like this, is your real chance to get 
over the argument about the jobber’s “convenient stocks.” 


; day a merchant keeps an item 
in stock it eats into the annual profit on the money in- 
vested in that item. If he buys an appliance that shows 
a gross profit of 50 per cent and his expense is 30 per 
cent and if his outstanding accounts average 30 days, 
then he can make approximately 200 per cent on the — 
money he invests in this item by ordering fresh stock 
every week from his jobber, whereas he only makes 60 
per cent annually on his investment if he buys enough 
each time to last him for three months. 

Or, to turn it around another way; a good, smart, lively 
young merchant can make something like $7,500.00 to 
$9,000.00 annually on an- investment of $5,000.00, while 
a chap who ties his money up in more merchandise than 
he needs will grub along and make but $8,000.00 a year 
with an investment of $5,000.00. 

The difference—to a very large extent— is the jobber’s 
“convenient stock.”’ 

x * * 

By tackling this “convenient stocks’ platitude from 
the angle of dollars and cents, we do two things. We 
make it appear—as it really is—so doggone expensive 
for the dealer to order in quantity from the factory that 
he will quit the practice. And we can get on our books 
a certain amount of business (Turn to page 81) 





session. 





The May Conventions 


HE Fifteenth Annual Convention of the Electrical Supply Jobbers Association will 
be held: at the Homestead Hotel, Hot Springs, Va., May 21 to 25. The first two 
days will be devoted to the executive meeting and the last three days to the general 


The Westinghouse Agent-Jobbers’ Association will hold its convention at the Home- + 
stead Hotel, Hot Springs, Va., May 28 to June 2. 
Complete reports of these conventions will appear in the June and July numbers. 
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Our Experiences as a Strictly 


Appliance Jobber 


After a Years’ Trial Michigan Jobber Goes Back to General Line 


I 


have been asked by THE 
something of our experi- 
ence in this undertaking 
and to give the reasons 
why, a year later, 
changed back again to a 
general supply business. 

We had considered the 
move for some time and 
selected the beginning of 
1921 as the best time to 
make it for two reasons. 
First, market, delivery and 
price conditions were such 
that we could dispose of all 
our general stock, on a sat- 
isfactory basis, almost over 
night. Second, few if any 
of the local wholesale hous- 
es were doing much with 
appliances. 


we 


Briefly, the procedure 
that we followed out was 
along these lines. The 
most successful work was 
accomplished by training 
men especially for retail 
sales, preparing them so 
that they could first sell 
the dealer upon our retail 
sales plan and then go out 
and demonstrate, among 
his own trade, that the 
plan was operable and 
would get results. 


In our home city of De- 


troit, specially trained men were put on campaigns. They 
induced the dealer to advertise appliances and then sup- 


plied him with the services 


and sales persons. These people worked in the dealer’s 
If the demonstrator had any spare time during 
the day this was used to teach the dealer’s own employes 


store, 


how to sell appliances. 


In the state, crews were sent out, consisting of three 
or more men. One was the manager. He was in reality 


the campaign manager for 


he prepared the dealer’s advertising for the local paper, 
saw to the distribution bills and folders, decorated the 


T IS QUITE generally known that the Commercial 
Electric Supply Co. set out in January 1921 to do 
a strictly wholesale electric appliance business. 


By GLENN W. SMILEY 


Sales Manager Commercial Electric Supply Co., Detroit 


I 
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only one dealer was secured 
stantly worked on the idea 





Glenn W. Smiley 


of well-trained demonstrators appliance jobber. 
valuable that we had at the 


new venture. 


windows and floors of the store. He was usually in a town 
from one week to a month. In all but the largest places, 


in a town. Our man con- 
of thoroughly selling the 
dealer on the line and 
teaching. him how to sell 
and service, while the rest 
of the crew actually sold, 
to help increase the deal- 
er’s trade. 

Special services of all 
sorts were rendered—free 
advertising helps, electros 
and special advertising 
copy were furnished. In 
places even 
the 
the 


some we 
shared 


space 


expense of 


in papers. 
A number of the men 
sent out on this work were 
factory trained at our ex- 
pense—one was sent to 
the factory of the West- 
inghouse Electric & Man- 


ufacturing Co., another to 


Hamilton-Beach, another 
to the Free Sewing Ma- 
chine Co., and so on. 

So it will be seen that 
we went at the business 
with a definite, compre- 


hensive sales plan, well 
worked out as to detail. 
Why, then, did we not 
arrive at the results ex- 
pected ? 


In our case, there was 
one prominent reason why 
we did not continue in the 


specialty business—something which prevented our being 
at that time exactly placed in the category of a purely 
Our Westinghouse relationship, par- 
ticularly with regard to lamps, was one of the most 


time of embarking on the 


And it was decided that we could not 


give up this relationship. So throughout the period we 


the dealer. While in a town 
factory or office building, for 
contract, it was found that 





continued the lamp business. 
find out that we were having trouble in holding this 
business and renewing our lamp contracts. Going to a 


Very soon we began to 


example, to renew a lamp 
the (Turn to page 48) 
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Market for Electrical Supplies 


N changing the form of presentation of market statis- information will be of more interest and value to the indi- 
I tics in this issue, giving the figures by geographical vidual jobber, in helping him to gauge the general 

sections, a suggestion made by a number of jobbers business tendencies in territory closely surrounding his 
has been carried out. In this way it is believed that the own field of activity. 







































































































































































EASTERN STATES* CENTRAL STATES* WESTERN STATES* 

MARKET PRICES MARKET PRICES MARKET PRICES 

Feb. 15 to General Feb. 15 to General Feb. 15 to General 

COMMODITY Mar. 15 Trend Mar. 15 Trend Mar. 15 Trend 
| be & | > & | ob 

Transformers, insulators, distribution equipment S10) “44. eae 1 6)21); 7} 5|2] 0 wy Oe te 8 SS ee 
Poles and pole-line hardware .................. 6;)18/ 2@Fi2) 8} Of 18)18}] 8] 27} 9] oO S40 OL eT Sie 
Switchboards and accessories .................. 2i;1l1]} 5} 4134] 0 Sri bit t-@127 | 2 214] 7] 0/18] 0o 
Motors and control apparatus ................. $;12| 4] 2117] 0 4/;20/ 9; 3;29; 1 eg ee ee Se Bae 
Batstey COUN. oi Nee... tee on nik wena wees 13; 16); 1] 1/2] 1] 2/12) 3$|} 7|82) O}] 7] S| 2] 1) 16] O 
WOME GUUROOS. 5.5 5 2 es ne oe > cera - 23 6 1 | 28 2 0 || 28 | 12 1 | 40 1 0 || 16 1 tS ie Yi 1} 0 
Comet end Bifings ..... os «60.6 s p0 J eee eee 25 5 0 | 23 7 0 || 32 8 1| 37} 4 0 |) 15 3 0} 14 4 0 
R. C. wise and Gable... .... 5 065... 500.5>0emeeaee 2; &5| 0;2; 1] OV 88} 6] 2180) 2] O18) 5&1] O} 16) 2) 0 
We. 5 isa rn Roos ee a eee 17 9 2 | 26 2} 0; 19} 19 3 | 38 3 0} 11 6 1 | 16 2) 0 
Pee Te by Foe nenseeeneeeens 18 | 12 fas 1 | 29 0 || 26 | 15 0 2 | 38 1 6;12; 0 0;18; 0 
Industrial selectors: 2... Ghee 6416-7 6] 0; 861 :2 9/1] 7] 4|386/; 0 6] 8) 4) R24 146F 1 
Commercial lighting units. .................... 4;14|] 3] 11] 20 Paes 15/16; 8] 4] 35] 0 a aes Py ine ad ae at 
Residential lighting units...................... ae at 15 St? eC ee tae ee ee 3; 8] 4] 0;15] 0 
Street lighting equipment...................... 1/ 5}; 8] 0; 14] 0 4},14/14] 2] 28] 2 0}; 4} 6] 0;10)] O 
Heating appliances. . . 6.0.65... 0s odemeesp gc 9 Sol 7) 0} | 6 6|;25| 9} 1)39] 0 6; 9| 3] 1)18] 4 
Motor-driven appliances.................000005 7 laced Bev 1 | 22 Sees 4/2671 TEs] 3 aT OS 14 wer 
en ci. doe ewe eke Ah ae + 3 9 0 | 14 21/17 )12| 4 2)17 | 14 1 3 8 0; 11 1 
MN. sks co bs och aa oP eas Foes ork ee 1st. 7 aR so + 0} 17|12| 4 2)17 | 14 9 2| 4 0 es) % 
Flashlights and batteries. . . . . EBA Pate me 15/11} 3| 1/28] O}/ 12/9] 5] 3]3s7| 1]) 4/12] 2] of 18] o 
Telephone equipment. .... SE RAE ee 1). 8) Si-O) Mi 8 $| 7116) 412] 1 Bi::287) Bi 23-71% 
OT eee Se eer 8110; 2{| 4116] O 41101 7] 8{151 8 4| 5 : 6; 21;10! 8 

































































*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; Western States 
include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Oklahoma and Texas; Central States 
all between. 
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Adventures of Hard Luck Sam. 


Our Hero Gets His Without Leaving His Seat 


York on a Radio jag, and left me Acting Sales- 
manager, that’s why I’m answering your letter. 
I guess I ought to feel grateful, but if the whole three 
weeks is like the first three days, I hope he gets the D. T.’s 
or something, to pay him for making me nurse to a sap like 
ou. 
. To make it sweeter (h-a-a-w-w-k!) 
from him to meet you in Kan- 


D* ROY: Well, His Nibs has gone off to New 


I just got a wire 


can tell you're green, but NOT by the portfolio! Forget 
it, Egghead, you can’t fool ’em with old tools until that 
baby stare wears off your mush. 

Let me tell you a few things about writing the house. 
We don’t need a six page letter from you to tell us the 
hotel at Jimson smells out loud, we've all stopped there. 
And don’t dash off no three-reel scenario about the order 
you didn’t get. Furthermore, if you do get the order, 

don’t put your arm in a sling 





sas City Sunday and straighten 
you out. Well, I'll come, as 
I have a couple of hens on 
there anyhow. That reminds 
me, I want to put you wise to 
something. Now, get this 
straight, Sleeping Sickness, 
and don’t gum the works. 
While you’re playing around 
K. C. all week, lay off of 
Anson Hurst, Goodenough 
Elec. Co. 

I met Hurst in Jeff City and 
got his promise to take 500 
fans April Ist. He only 
wanted 100, and I sweat blood 
persuading him. The point is, 
when you come along with 


this issue. 


a salesman. 





S° MANY requests have come in 

for more of the adventures 
of Hard Luck Sam that it was 
decided to resume the series in 
“Sam’s 
are not only funny but they are 
all to a great extent true—the 
author basing them on what he 
has gleaned from talks with hun- 
dreds of jobber salesmen, not to 
mention his own experiences as 


telling us about: your salesman- 
ship. Save that junk for a 
sales conference and help the 
drunks catch up on sleep. 
Another silly thing you 
wrote was about Bayless and 
his lamp contract. You was 
sent to sign him up, then you 
write back that he likes you, 
likes us, and likes our lamps, 
and if we write him the prop- 
er sort of a letter, we will no 
doubt ‘get his contract! Ye 
gods, guy, come up for air! 
You swing a wicked poison 
pen on poor old J. C. Hanley 
because he didn’t have no 
slaves with peacock fans at the 


2.99 


experiences 








that Mary Pickford look, he’ll 

slip you an order for about 150, and you, being dead 
from the neck up, will take it, if I don’t tip you off. 
Now, visit with him if you like, but don’t take his order. 
I’ll make him come clean Monday with the whole 500. 

Now, I'll answer your tear-stained message from the 
firing line, and I hope when you finish reading this, you 
won't have no means of self-destruction handy, because 
I’m going to break it off in you now, before you ruin 
- yourself or the house. 

The reason His Nibs sent you on the road instead of 
the street, was so you couldn’t rush in and cry all over 
him every ten minutes, because you lost your fuse plug 
sample. Five years from now you may be a star, but 
right at present you remind me of a pup eating soap. 

You’ve been out ten days. You've lost two good cus- 
tomers, half your catalogs, one R. R. ticket, and what 
sense you had in the bargain. Miss Batt is half dizzy 
trying to find out where you are, your route sheet looks 
like a Russian time table, and with you and the house 
wiring back and forth, the Western Union must think 
you're president of the company. 

“Baw! I want my expense check! Baw!” Har! Har! 
You poor stiff! We wired you fifty dollars this A. M., 
but I wish to Pete you’d of been where there wasn’t no 
telegraph, it would of served you right. Maybe you'll 
learn to figure better after that jolt. 

Now, I'll take up your other complaints. You say 
they gave you a brand-new portfolio, and everyone can 
tell you’re a rookie. Wow! You said it, Dumbbell, they 





door when you blew in. The 
old spavin! Let you stand from one foot to the other, did 
he? Then he wanted to know what the hell you was 
peddling and said he didn’t care anyhow? Hoora—I 
mean the old brute! He sure plays dirty baseball! 
Say, you delicate little Orchid, do ‘you want to know 
the kind of a razzing I got the first time I ever called on 
J.C.? He kept me following him around his big plant, 
with cars backing in and out, chains rattling and the air 
full of dust and trash. All of a sudden I got both eyes full 
of dirt, and J. C. turned around in time to see the tears 
streaming down my face. ‘Well, quit cryin’, damn you!” 
he bellowed, “quit cryin’, I'll give you the order!” 
That’s the kind of dope you must get fat on. Those 
hard birds are O. K., but they like their joke, and if you 
take it right you'll get their business. Now, I'll be in 
K. C. Sunday, and we'll have a nice visit. Don’t pay no 
attention to the ride I just give you. I’m for you, I like 
you, His Nibs likes you, and you'll come out on top like a 
rubber duck. 
Best regards, 
SAM. 


P. S.—You big wheat-hopper! You seven kinds of 
a double-action, triple-plated yap! You better put Frisco 
on your route in place of K. C. and start rambling! I’m 
glad that fall I had last year didn’t kill me, because I'll 
live to break your back Sunday! I just got your last 
letter and out falls an order from Anson Hurst for 
only 100 fans. OH, DEATH! WHERE IS THY 

STING?? 
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The Good Executive 


Ten. Principal Qualifications 


ERE are ten qualifications of a good 
executive. He may need others, but 
here are ten. 

An executive means one who gets things done. 
He does not do things 
himself. He knows how 
to make other people do 
them. The good execu- 
tive earns a part of every 
man’s salary under him. 
He is indispensable. You 
cannot afford to keep an 
executive at $50,000 a 
year when he is not mak- 
ing good. But you often 
keep on workers at $4.00 
a day just because you 
are sorry for them. 

1. Under standing. 
This means more than in- 
formation or knowledge. 
It means not only seeing 
things, but seeing through 
them, not only perceiving 
situations, but grasping 
them, knowing not only 
the surface of things, but 
top, side and bottom. 

2. Tact. Tact literal- 
ly means touch. It means 
to solve things by han- 
dling them. Most of the practical problems of 
business are solved in the doing of them. Sys- 
tem and rules have little value without tact for 
the most important thing to know about a rule 
is when to break it. 

8. Decision. Indecision is simply a bad 
habit. We are afraid to decide because we are 
not sure. But we can rarely or never be sure, 
and we get the habit of deciding by preponder- 
ance of probability. It is hard for an indecisive 
man to maintain discipline. 

4. Justice, or fairness. We cannot help 
liking some people more than others. But our 


By Dr. FRANK CRANE 
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intelligence should be able to criticize our feel- 
ings and lead us always to do the fair thing. 

5. Enthusiasm. This is the steam. The 
other qualities are parts of the steam engine. 
No matter how perfect 
the machinery, it will not 
go unless there is force in 
it. The good executive 
needs not only enough 
enthusiasm for himself, 
but plenty to spare for 
others. 

6. Self-control. We 
cannot help being hurt 
or disappointed at times. 
But we can help showing 
it. Unless we have our- 
selves in hand we cannot 
keep other people in 
hand. 

7. Imagination. This 
is the ability to “other” 
one’s self, to understand 
and appreciate the other 
fellows point of view. 
Without this we waste 
much energy. 

Then follow three 
things to avoid. 

8. Avoid egotism. 
Egotism is the sole qual- 
ity in us that makes us disliked. It has prob- 
ably spoiled more efficient men than any other 
trait. Don’t be afraid to say, “I don’t know,” 
but learn something from everyone with whom 
you come in contact. 

9. Avoid meddling. When you give a man 
a job to do let him alone as much as possible. 
Always remember that the art of efficiency is 
knowing how to pick the right man to do a thing 
and then allowing him to do it in his own way. 

10. Avoid prejudice. Be very suspicious 
of your convictions and principles that you 
think unchangeable. Keep your mind open. 
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Pictorial Review of Electrical Developments 


os 


In a bucking contest between a 260 ton General Electric gearless passen- 
ger locomotive and a 278 ton mallet freight locomotive, the electric loco- 
motive proved superior. This test was staged at Kent, Wash, by officials 
of Chicago, Milwaukee & St. Paul Railway, with both locomotives operat- 
ing full power ahead. It was necessary to make this tug-of-war a bucking 
contest rather than a pulling contest because of the tremendous power 
of both locomotives.—Kadel § Herbert. 


Dr. Charles P. Steinmetz, electrical wizard of the General Electric Co., 

visited New York recently and spent part of a day at the Good House- 
keeping Institute at 105 west 39th street, where he was interested in the 
many electrical devices used in housework. 
At right—Vanity case 
capable of 24 huur duty. 
Darkness is no longer a 
handicap to “making 
up”. A small two candle 
power bulb — supplies 
enough illumination for 
all purposes, fed by a 
tiny battery, concealed in 
the purse.—Int’l News- 
reel. 


Jackie Coogan, with Betty Gulick, 
listening to “My Mother’s Lullaby” 
which was written by Betty. The 
broadcasting was done by Vincent 
Lopez’s Hotel Pennsylvania Band. 
Int'l Newsreel. 





THE JOBBER’S 


SALESMAN 


An Allegory in bronze— 
representing the triumph of 


| Light 
cently 


over 
unveiled at 


Darkness—re- 
Nela 


At the left—dining hall 


overlooking p o ol, 
mounted by the group. 


sur- 


At the right—Miss Beryl 
Monninger of the statistical 
department, National Lamp 


Works, who 
| group. 


On January 5, an allegory in bronze representing the triumph 
of Light over Darkness was unveiled at Nela Park, Cleveland— 
the headquarters of the National Lamp Works of the General 
Electric Company. It represents the climax of 11 years of 
work by Frank C. Wallis, Nela Park architect, in developing 
the Nela Park works. 

Robert I. Aitken, New York sculptor, was commissioned three 
years ago to make the bronze group. Mr. Aitken is President 
of the National Sculpture Society, and the recipient of numerous 
prizes and medals of honor for his work in architectural 
sculpture. This allegory in bronze consists of four figures, two 
semi-recumbent figures—one a male and one a female—of 
athletic build, inclined toward each other. Each bears, at arm’s 
length, a torch. The flames from the two torches blend and 
form the culminating point of the work, toward which one’s eye 


unveiled the 


is naturally drawn by following the lines of the figures with 
their torches. These splendid figures, head up and eyes to the 
front, herald the new era of Light with enthusiasm, and purpose. 
In direct contrast to these two figures, down below the torch- 
bearers are seen crouching figures with faces concealed, palms 
reversed and in a general posture of abhorrence and recoil from 
the light. These, with their attendant owls, symbolize the 
powers of Darkness, over which modern lighting industry is 
gaining the victory. The group is placed on top of the dining 
hall building overlooking a pool. 

This bronze group, according to the architect, constitutes the 
finishing touch to the Nela Park group of buildings, models of 
which have been exhibited at the Sorbonne in Paris and in 
numerous places in Europe as showing one of the most interest- 
ing experiments in industria] construction in the world, 
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Below is Charles A. Hoxie 
of the General Electric Co. 
demonstrating the pallo-pho- 
tophone, which photographs 
sound on a motion picture 
film. The voice actuates a dia- 
phragm, causing a _ corres- 
ponding vibration of a tiny 
mirror fastened upon a steel 
shaft between two sets of 
jewels. A beam of light from 
a special incandescent lamp is 
focused on the mirror and 
the vibrating mirror reflects 
the light through an aperture 
past which the sensitized film 
is moving at the rate of one 
foot per second. Voice vibra- 
tions are thus recorded in a 
series of up and down mark- 
ings. After the film has been 
developed and dried, it can 
be made so as to reproduce 
the speech that was used in 
making it.—Int’l Newsreel. 





A radio costume shown 
at the left, won the 
grand prize at the cos- 
tume ball of the Pullman 
Circle at the Hotel La 
Salle, Chicago, on the 
evening of Feb. 10. The 
wearer was Miss Kather- 
ine A. Gilroy from the 
Pullman Car Works, sec- 
retary to Mr. Ernest 
Iunn, electrical engineer 
of the Pullman Co. The 
latter designed and con- 
structed the electrical 
features of the costume, 
which included receiving 
and sending antennae, as 
shown on her head gear 
and on the Ben Franklin 
kite. Across the front of 
her black satin. dress, 
Miss Gilroy had flashes 
of electric current in 
silver hraid. 


Direct cable service 
between Boston and 
London, England, has 
just been inaugurated by 
an exchange of greeting 
between Mayor Curley of 
Boston and Lord Mayor 
Moore of London. The 
increasing amount of for- 
eign business from Bos- 
ton made it necessary for 
the cable company to in- 
stall a direct- cable be- 
tween the two cities. 
Photo shows from left to 
right: V. A. Bosquet, 
cable agent of the West- 
ern Union; Mayor Curley 
and seated J. A. Mc- 
Cully, operator. — Wide 
World. 
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MEN YOU SHOULD KNOW 


R. P. Oblinger 


P. (Percy) OBLINGER is a well-known figure 

R in the electrical jobbing industry—well-known 

® for a number of reasons. He bears a good repu- 

tation as a jobber, ethically speaking, as well as from 

the standpoint of accomplishment ; he knows his business 

and does not hesitate to share this knowledge at meetings 

and elsewhere; he works hard and he plays hard; he is 
genial and people like him; in 


President Indianapolis 
Electric Supply Co. 


time and he became purchasing agent for the American 
Motor Car Co. 

Finally, in 1910, he became set for good in the elec- 
trical supply jobbing business. At that time he associated 
himself with H. E. Rassmussen and together they bought 
out the old Royse Electric Co., of Indianapolis, where 
Mr. Rassmussen had been employed. They reorganized 

it and called it the Indianapo- 





looks and in actions he is like 
no one else, so if you meet and 
talk with him for a few minutes 
you will always remember him. 
This last quality—some call it 
personality—is a valuable as- 
set in any line of human en- 
deavor. 

Preparation of a sketch of 
this sort generally involves 
some sort of chronological 
statement of facts concerning 
a man’s career from the 
ground up. In that way the 
reader is supposed to prepare 
himself gradually to compre- 
hend the full effulgence of the 
finished product. Quite often 
this makes monotonous read- 
ing. In the case of Percy Ob- 
linger, however, it really seems 
to indicate something of the 
attributes or characteristics of 
the man. In arriving finally 


A 


same time. 





A Good Fellow 


VERSATILE, likable, 
hard-working, hard-playing 
type of man. Has developed a 
large and prosperous supply 
jobbing business, and built up a 
great circle of firm friends, at the 
Active both in As- 
sociation affairs and those of his 
home community. 
at 53. A family man, with a 
lovely wife and three lovely 
daughters, whose father is sweet- 
heart to them all. 
on the opposite page is that of a 
man in whom you would rather 
expect to find these qualities. 


lis Electric Supply Co. Percy 
Oblinger has been president 
of the company from its in- 
ception. 

In the beginning a Mr. G. 
B. Markle owned an interest 
in the business of the Indian- 
apolis Electric Supply Co. He 
was a retired coal miner and 
capitalist from Hazelton, Pa. 
This man was what might be 
called an “owner.” Among 
other things he owned the 
Light, Heat and Power Co. of 
Connersville, Ind., and also a 
large school for girls in the 
same city. As president of the 
Supply company, Mr. Obling- 
er’s duties were further aug- 
mented for a number of years 
by his having to take charge 
of the interests of Mr. Mar- 
kel in these other fields, until 
the latter’s death in 1914. 


An athlete 


The portrait 








to his present position of dig- 
nity and solidity he has been, so to. speak, “all over the 
place.” And so we might say, as a jobber, he evolved. 

He was born Jan. 10, 1870, in Perrysburg, Ohio, He 
grew up in the town and finished his schooling in a 
business college in Toledo. Then the Milburn Wagon 
Co. of Toledo got a good office boy. From office boy to 
cashier took him about seven years. 

About the year 1894, he became connected with Bissell 
& Dodge, in Toledo, staying with them five years, during 
which time their name was twice changed—to Bissell, 
Dodge & Erner and finally to the F. Bissell Co. 

Whether it was because he felt that a restaurateur 
was more sure of his meals than a jobber, or for some 
other reason, is not known, but we find that he left the 
F. Bissell Co. and started a chain of restaurants. It is 
understood that he made a considerable amount of money 
in this venture. He sold out after awhile to go back into 
the jobbing business—this time with the W. G. Nagle 
Co, of Toledo. 

A little later he became greatly attracted by the auto- 
mobile business and took charge of the office and the 
repair department of the Pope Motor Car Co., Toledo. 
To qualify for this job he had to spend three months in 
the factory until he knew the construction of this car 
from start to finish. The company failed about that 





Therefore, he was not only a 
jobber but a central station man and educator of women 
as well. This is only mentioned in passing, for what it 
may be worth as an indication of his versatility. 

When Mr. Markel died, Oblinger and Rassmussen took 
over his interest in the jobbing business. 

In the 13 years that the company has been in exist- 
ence, a very healthy growth has been shown. The busi- 
ness has been increased annually. In 1918 a branch, 
the South Bend Electric Co., was started and operates 
as a separate corporation in South Bend, Ind. Early in 
1922, still another branch was formed, known as the 
Crescent City Electric Co., at Evansville, Ind. Mr. Ob- 
linger is president of both companies. 

Everyone knows that Percy Oblinger is active in a 
great many directions outside of his routine duties as a 
jobber. He has served one term on the executive com- 
mittee of the E. S. J. A. He was the first secretary of 
the G. E. Distributing Jobbers Club. Being a member 
of the Indianapolis Chamber of Commerce, the Kiwanis 
Club, Hoosier Athletic Club, Indianapolis Athletic Club, 
Riverside Golf Club and a Thirty-second Degree Mason, 
with him does not mean simply a member. He is really 
active in these organizations and in all local. affairs. 

Men like Percy Oblinger because he is a “good sport” 
in the better sense of the word. (Turn to page 62) 
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Old Dealers for New 


Jack Shows that the Best Way to Develop New Business 
is to Develop Old Dealers 


By LAWRENCE EFFERTH 


“Oh Jack, look at Jim,’ whispered Sid as Jim came 
across the lobby of Dad’s Hotel to meet them. “I never 
figured him quite ready for his second childhood, but if he 
hasn’t got the mumps I’m a Chinaman!” 

“Aw, shut up,” growled Jim, ap- 
proaching the other two jobber sales- 
men. ‘Just because I got caught at 
Bimsburg with a toothache and a 
blacksmith dentist had to bust the 
tooth off trying to pull it out, is no 
reason why you should display your 


ignorance.” 
“Come on in and absorb some 
grub. Maybe you'll feel better,” 


Jack said, propelling them both to- 
ward the dining room. 
Once seated and holding his swol- 


Sales Manager, Liberty Gauge & Instrument Co., Cleveland 


couldn’t sell dollar bills for 50 cents. 





- 


“Know Johocks?—he’s a bum electrical dealer.” 
“Johocks gives me a pain—dead from the ears up— 
I got tired of 
waiting for him to come to life, so I hopped over to the 
news stand and sells them a nice 
little bill of goods. How’s that for 
using the old bean?” 

“Bean is right,” said Jack, “but 
tomato would be better. Why don’t 
you use your head for something be- 
sides a hat rack? That old duck 
that runs the news stand is a pretty 
nice old chap, isn’t he?” 

“Correct,” answered Sid. 

“Does he know anything about 
electricity—servicing and that sort 
of thing?” 





len jaw in the cup of his hand, Jim 
began his tirade against dental in- 
efficients in general. 

“Imagine the poor fish,” Jim began. “He tells me it 
ain't a going to hurt, then clamps his pliers on and begins 
rassling with it. Finally, he gives a yank sideways,— 
sideways, get it?—and busts the old thing off. 

“What I’d like to know is why they don’t trade mark, 
or brand, those birds so that a guy would know a real 
dentist from a horse shoer.” 

“Right,” sympathized Sid. “Half these dentists have 
got no more right practicing than a one-armed plumber 
with the itch has to play the harp. They think it’s easy 
money, so they impose themselves on the jaws and the 
pocketbooks of the 
long _ suffering 
common people.” 

“That remark is 
true of business in 
general,’ com- 
mented Jack. 
“What you say is 
also true of doc- 
tors, lawyers,—” 

“Yeh, and job- 
bers’ salesmen,” 
cut in Jim, with a 
testy look at Sid. 

“You think so, 
eh?” said Sid. ‘You swell-headed birds don’t need a 
toothache to enlarge your craniums, but let me tell you 
one I put over today.” 

“Shoot,” invited Jim, still nursing his wildly throb- 
bing jaw. 

“Well, it was at Bimsburg, same town where I en- 
couritered that bum dentist.” 














I Got Tired Waiting For Him To Come 
To Life 


He Says It Ain’t Going To Hurt 


“Darned if I know, but his credit 
is good.” 

a “It won’t be long,” cut in Jim, 
talking out of the good side of his mouth, “Bimsburg’s 
got two bum dealers now instead of one. Oh! when will 
you dumbell infants learn to sell?” 

“Where do you get that stuff?’ countered Sid. “My 
job is to sell—and I sold. What’s the matter with you, 
jealous?” ; 

“Hardly,” said Jack, laying his hand on Jim’s arm to 
control the outburst. “Desire and good credit don’t make 
that old news-dealer an electrical dealer any more than 
they make Jim’s butcher friend a dentist or the one-armed 
plumber a harpist.” 

“What’s the 
matter with the 
grocery business?” 
queried Jim. “My 
grocery bills are 
higher than a 
pawn broker’s in- 
terest.” 

“Sure enough,” 
admitted Jack, 
“but there’s no 
profit in the gro- 
cery business for 
anybody _ except 
the chain stores. 
The rest of them have just about enough profit at the end 
of the week to get their shoes shined. Do you know that 
wholesale grocers have been losing an average of one-half 
of one per cent on gross sales They can’t stand that 
very long.” 

“How come?” inquirel Sid. 

“Largely because any yahoo—” 











I Remember When He Moved Up on 
Main Street 
































April, 1923, THE JOBBER'S[AJSALESMAN 








Three Minutes 


is all the time necessary to wire a Westing- 
house-Cutter Holder-Socket Reflector. 





Reflector One of the first questions asked by a prospec- 
Type tive buyer of new lighting equipment is, ‘How 


much will the wiring cost?” 





The “‘easy to wire’ feature of Westinghouse- 


Cutter Holder-Socket Reflectors used with 


. Holder-Socket- Westinghouse Mazda Lamps makes for a con- 
5 ee oa siderable reduction in installation costs. 


In addition to this big talking point, these re- 
flectors are weather proof, rigid, and their 
parts are interchangeable. This latter charac- 
teristic allows: changes in light distribution 
without the usual attendant expense of buying 
new equipment. 





Holder-Socket- 
Reflector 
Standard Bowl 
Type 


Westinghouse Electric and Manufacturing Co. 
George Cutter Works, South Bend, Indiana 


Westinghouse 
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OW I LANDED 











Little stories of 
unustial sales~as 


told by 


Using Other People’s Advice 


“Too many cooks spoil the broth.” 
That is an old adage that often enters 
into the salesmen’s life. It oftentimes 
happens that too many salesmen nib- 
bling at the same piece of bait spoil 
the chances of making a catch for any- 
one. 

I recall a case once in a big depart- 
ment store in Newark, N. J., where 17 
salesmen dropped in upon a buyer one 
morning and put him in such a mood 
that he was ready to drop a bomb on 
the head of the eighteenth. I 
was the eighteenth. But circumstances 
saved my head—and won for me an 
order. 

Word had gone abroad that this 
house was going to augment its elec- 
trical department (this was a number 
of years ago when the electrical trade 
was much younger), consequently al- 
most every electrical salesman in that 
vicinity was advised from his head- 
quarters to waylay the buyer. 

This individual was pointed out to 
me by a floorwalker. As he was, at 
the moment, conversing with a sales- 
man, I stopped at the toilet counter 
and purchased some toothpaste, shav- 
ing other 


and a few necessa- 


soap 
This was a fortunate move for 


ries. 





me, for the saleslady, a most engaging 
person, started to tell me about the 
terrible plight of the buyer. It was 
she who told me about his being be- 
sieged by the 17 salesmen. I was 
forced to laugh, and admitted that I 
was to be number eighteen. She told 
me that it would be a waste of time 
for she had heard the buyer state that 
not one who came in and rushed him 


salesmen. 


like that would get a pennyworth of 
business. 

I became interested and asked her 
opinion as to what would be the best 
way to get to him. She informed me 
that he was always negotiable while 
lunching. It developed that he always 
dined at one-thirty in the store’s res- 
taurant, so I whiled away an hour 
and a half and promptly at one-thirty 
squatted down right opposite him. 

Thinking, no doubt, that I was a 
customer in. the store, he bowed pleas- 
antly and left an opening for conver- 


sation that I immediately took advan- 


tage of. He laughed when he learned 
my business. 

“Pretty chesty!” he said. 
me to my den, eh?” 

I went on to explain that I didn’t 
like to take up his business time, that 
must have been overrun 


“T railed 


I knew he 
with salesmen. 

“Seventeen jumped me_ this 
morning,” he said, bitterly. “I’m glad 
there is at least one who had the con- 
sideration to stand back. Why some 
of those fellows are of the ‘puller-in’ 
type. What do they think a buyer is 
—some ‘easy mark’ who knows noth- 
ing? Why I made up my mind that 
not one who resorted to such tactics 
would as much as get a pleasant word 
—and to tell you the truth I sent some 
of them away feeling rotten ; but that’s 
the way they made me feel. You're 
the first one who used diplomacy, so 
I'll look your goods over. You have 
them in your hotel I suppose.” 


on 


“Yes,” I answered, which was a lie, 
I had them checked right there in 
his store, but, as he remarked, “I was 
using diplomacy.” 

Although I wasn’t carrying exactly 
the line of articles he wanted, I was 
able to sell him a good many items 
that I did carry, and what was better, 
I was able to repeat. 

I learned a lesson from that case. 
It doesn’t pay to be one of the too 
many cooks. Far better to be a “dip- 
lomat.” 

Tuomas A. Doran. 











Selling the Summer Article in 
Winter 


NE evening in late winter I 

found myself in a town about 50 
miles south of Ogdensburg, N. Y. I 
was selling electric fans exclusively, 
and was scheduled to be in Ogdens- 
burg the following morning at nine 
o'clock to call upon a well-known firm 
of father and son. 

According to my pre-arranged pro- 
gram I was to put up for the night in 
the town I was in, and take the morn- 
ing train for‘ Ogdensburg. But a snow 
storm coming up suddenly forced me 
to change my plans. I took the night 
train and put up at the hotel in Og- 
densburg. 

Next morning I was mighty thank- 
ful for doing this because the snow 
storm proved to a regular old timer, 
and the morning train wouldn’t make 
the city before nightfall. 

Tickled over getting the jump on 
the weather, I left my hotel and went 
to a restaurant for breakfast. Going 
in I noticed an electric fan running at 
top speed in the spacious window of 
the restaurant, while a red hot fire 
was also going full force alongside 
the window. The fan was very old 


and dilapidated and looked as if its 

days of service were numbered. 
The weather being so bad I had the 

whole store to myself and determined 








to get some first-hand information 
about the old fan. I told the propri- 
etor I was an electric fan salesman 
come to town to sell the father-and- 
son firm who had their store about 
half a mile up the same street. He 
seemed congenial, so I had no trouble. 
I inquired why he had the fan going. 
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— 
“As Profitable as 


Good Window Lighting” 






Show Cases 
Minneapolis 
General Electric 
Co. lighted with 
X-Ray Scoopettes 


SHOW CASE LIGHTING 


KRSz Scoopettes 


«Standard for Show Case Lighting” 


Progressive merchants demand good window lighting— 
It’s profitable for them and you, too! 


Because Show Cases are miniature show windows inside the store, 
merchants can sell Scoopettes readily. 


: Why? 


1. Scoopettes require 25% to 40% less electricity because standard 15 or 25 
watt (G-18)4) bulb, standard base !amps are used. 

















Scoopettes confine all 2. Scoopettes add to the appearance of any case. 
the i within the 3 : : é 
show case 3. Scoopettes come in handy, standard packages from your Jobber’s stock so 


that a quick and easy installation can be made for the merchant. 


Ask for a copy of Booklet 398, telling how and why your Jobber carries them so 
that you can make rapid turnover and realize profits! 


National XKay Keflector Co. 


New York Chicago Los Angeles 
31 West 46th Street 235 West Jackson Boulevard Pacific Finance Building 


Engineers in.all Principal Cities 
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(I knew the reason, of course, but 
just wanted to get his idea.) 

“Because,” he said, “I want to keep 
my window cool enough for my noon- 
hour display of whipped cream cakes 
and pies. The stove throws so much 
heat the window would be too hot, so 
I use the electric fan to distribute 
the heat.” 

“Pretty old fan, isn’t it?” I re- 
marked. 

“Yep—I intend to get a new one 
as soon as I get to it. This one has 
been doing service here eight years 
under me, and I don’t know how many 
years the other fellow had it before 
I owned the place. 

“Say, could I get one through you?” 

This was right into my roundhouse. 
With that information I calculated 
that old father and son up the street 
would have to give me some kind of 
an order this time. I told the res- 
taurant man that I would see that he’d 
get it some cheaper if I could carry 
the order up to the firm. He was sat- 
isfied. 

Father and son were both in the 
store and laughed at me for sug- 
gesting my fans to them when the 
storm was raging stifly outside. 

“Come around when the flowers 
bloom,” said the son, smartly. “Sure,” 
added the father, “who'd buy electric 
fans in weather like this? Come again 
when the robins are roosting.” 

This kind of talk paved the way 
for my best move. After some further 
nippy remarks I got down to business 
and produced the restaurant man’s or- 
der. 

They were stunned. 

“Only on the street a half hour of 
the stormiest day,” I said, ‘‘and here 
I grab off an order for an electric fan. 
You could have sold that man a fan 
years ago. Why don’t you venture out 
some fine morning and take inventory 
of the town? There are other res- 
taurants in town; how about the gro- 
He keeps his door open on zero 
days just to keep cool some items in 
his stock. A fan could save him. How 
about the baker? He needs a fan to 
distribute his too hot air. Oh, there 


cer? 


are others, too! 

He laughed heartily, and after a 
full hour of further talk I passed out 
into the storm with his name on my 
order blank for a very fair-sized 


fan order. 

Eleetric fans can not only be sold, 
but used to good advantage even when 
the thermometer is down to nothing. 

Envcar Branpon. 





W. R. Barker got so tired of being 
kidded about the smoke-laden atmos- 
phere of Pittsburgh, where he hails from, 
that he told the boys he’d brought some 
along and for them to watch it. And 
they did. He’s one of the city salesmen 
for Robertson-Cataract Electric Co, 
Buffalo. 





“In the Wake of the News” 


Many an order can be secured by a 
manager or a salesman, through mak- 
ing use of current news which comes 
to him through newspapers, maga- 
zines, by word of mouth or other 
media. 

H. A. Robertson, general manager 
of the Varney Electrical Supply Com- 
pany of Indianapolis, was once quick 
to take advantage of the psychological 
moment at which to explain to a pros- 
pective customer the advantages of the 
linemen’s tools handled by his firm. 
The result of his efforts 
ean be illustrated by the following 


correspondence. 


successful 


Crawfordsville Light & Power Co., 
Crawfordsville, Ind. 

Attention: Mr. Hayworth 
Dear Sir: 

We note from a report in the Jnd- 
ianapolis News, that one of your re- 
pair men or linemen was seriously in- 
jured due to a short circuit through 
the pliers he was using. This is cer- 








tainly unfortunate indeed, and we 
hope that the accident did not prove 
fatal, and that your employe has now 
fully recovered. 

Most of the ackidents that happen 
to repairmen are through faulty tools 
that are without insulation or protec- 
tion. Knowing that you are interested 
in the welfare of your employes, and 
thinking that our line of tools has 
not been brought to your attention, 
we are today mailing you under sep- 
arate cover one pair of 9-in. linemen’s 
pliers with our compliments. 

These are manufactured by the 
Rubber Insulated Metals Corporation, 
and we are their distributors. We 
handle these pliers in all sizes, as 
well as screw drivers, and you will 
note that the laboratory test on these 
tools is 10,000 volts on the pliers 
and 5,000 volts on the screw drivers. 
The Government test on these pliers 
consisted of dropping them a distance 
of 90 feet on a solid or concrete floor 
without injury to the handles of the 
pliers whatever. You are perfectly 
safe because the handle will not crack 
or become defective without a reason- 
able amount of usage. Grease and oil 
do not affect them. 

I wish you would examine this 
pair of pliers and have the heads of 
the departments also examine them’ 
as we believe you will find it a good 
investment to adopt this line of tools 
for your employes, and secure the 
protection they afford. 

Very truly yours, 
Varney Electric Supply Co. 
(Signed) H. A. Robertson, 
General Manager. 


Varney Electrical Supply Co., 
121 So. Meridian St., 
Indianapolis, Ind. 

Attention: Mr. H. A. Robertson 
Dear Sirs: 

I am in receipt of a pair of rubber 
insulated pliers which you sent me 
with your compliments, I wish to 
thank you very much for them. You 
will note that I am attaching our pur- 
chase order for a few additional pliers, 
also some screw drivers. 

I believe this line of tools is just 
what we want for our men, and if 
this trial order proves satisfactory, 
we will adopt them in the future. 

Very truly yours, 


Crawfordsville Electric Light & 
Power Co. 
(Signed) H. E. Hayworth, 


Superintendent. 
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_ THE SATURDAY EVENING POST 





The full page Saturday 
Evening Post cam- 
paign is a part of the 
comprehensive Square 
: Tia - Dadvertising program 

2 - Zé : —which includes 

national magazines, 

industrial and electri- 

Ir Ss ‘Fither. On: Or ort cal publications, direct 

Nee ‘ literature, and bill- 


iene boards in a long list or 
Powerful quick make — quick. break . an dina ond list 0 
mechanism features the newest safety switch ie smacis | 









. Our fourteen years history does not record an achiove- “home, of disengages them with equal —— 
ment that parallels the development of the new Positive contact is assured, Arcing is minimized. T 





").. Squere D switch illustrated here, It is the finest and most new Square D is either 1y on- or compl 
“Pe . port ae peach ever designed Prmeier hermes The new Square D switch 1s being successfully used 
froin the bervice standponct is equally merked aes ee 
‘ and general business buildings. In residential con- 


a: : ‘One ofits notable featores of design hes in the force struction it is equally populer 
4 ‘ Hf your factory is still equipped with obsolete switches, 





‘This mechaniom is enclosed within the your electrical dealer at once. Have him replace 

y switch box it is securely protected from dirt them with new D switches. The low cost will 
and dust. Asa it cannot become clogged: nor surprise you. Bulletin No. 30 describes the new 
can its action be retarded. It snaps the blades solidly Square D in detad. A postcard brings it. 











c ssquane > COMPANY. DETROIT. U.S. A. ractonics at; Of TROIT. WICH. PERU. IND.. WALNERWNLE. ONT 
BRANCH OFFICES: Boston fnfale: Chicago. New York. Piuubargh. it Louie. Foronte. Pritedetpnin. 


Mj ‘Square p 
MU Safety Switch 
























HE same sound methods by which Square 

D success was achieved, are persistently 
maintaining and extending it. Everywhere 
you will see their tangible effects, in the recep- 
tive attitude of the market, to your recommenda- 
tions of Square D Safety Switches. There can 
be no mistake in allying with leadership. 


SQUARE D COMPANY, DETROIT, U. S. A. FACTORIES AT: DETROIT, MICH., PERU, IND., WALKERVILLE, ONT. 


BRANCH OFFICES: Boston, Buffalo, Chicago, New York, Pittsburgh, St. Louis, Toronto, Philadelphia, 
Cincinnati, Milwaukee, Montreal, Atlanta, Cleveland, San Francisco, Winnipeg, Vancouver 
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The Opportunity for Sign 
Lighting 

The rate of increase in the use of 
electrical advertising through more 
and larger displays and the substitu- 
tion of higher wattage lamps in al- 
ready existing sockets was, previous 
to the last year, about 15 per cent 
annually. A much faster growth has 
evidenced itself during 1922. This 
has been due to two major influences: 
First, publicity managers are appre- 
ciating more fully the many advan- 
tages and the comparative efficiency 
of this medium and are appropriating 
a constantly growing part of their 
advertising budget to it; second, 
central station commercial managers 
are realizing more generally the de- 
sirable and profitable nature of the 
electrical advertising load and are 
joining in organized stimulation of 
the field. 

The opportunity for promoting 
electrical advertising is clearly 
brought out by surveys conducted in 
the spring of 1922 through the co- 
operation chiefly of the Lighting 
Sales Bureau of the National Elec- 
tric Light Association, One hundred 
and twelve central stations assisted 
by furnishing detailed information 
from their cities and sign manufact- 
turers from thirty other cities did 
likewise. These surveys reveal the 
facts regarding electrical advertising 
development in 143 cities in the 
United States with an aggregate pop- 
ulation of 6,800,000. In addition to 
showing the relative popularity of 
different forms of displays, the dis- 
tribution of the load by lamp sizes, 
and the demand by various classes of 
consumers, these surveys bring out 
the following fundamental facts: 

1. The opportunity for develop- 
ment is relatively the same in 
cities of all sizes. In large cit- 
ies and small cities organized 
sales has succeeded equally well 
in promoting a high per capita 
use of electrical advertising, and 
it is also true that lack of stim- 
ulation has everywhere resulted 
in lower use of this medium. 


Sys 
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ertinent Sales Facts and 





Figures 
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2. The opportunity exists in all 
sections of the country. Again 
it is found that north, east, 


south and west respond enthu- 


siastically wherever organized 
effort is made. 

3. In industrial and commercial 
cities, trading centers or agri- 
cultural districts, summer and 
winter resorts, in cities of all 
types this medium is effective 
and has been used extensively 
whenever vigorously offered. 

4. The actual development in spe- 
cific cities of all sizes, types 
and_ districts, however, does 
vary enormously depending up- 
on the promotional effort put 
forth. The average develop- 
ment is equivalent to 3 1-3 watts 
per inhabitant, corresponding to 
about 5 kw-hr. annually. Some 
cites report only 1-10 watt per 
inhabitant while others show 10 
watts per inhabitant, or more. 
If the development of all cities 
is brought up to that already 
obtaining in the best ten per 
cent, the central station revenue 
from electrical advertising will 
be increased from its present 
figure of $15,000,000 annually 
to $35,000,000. 











These bull terrier pups belong to J. O. 
Morris, vice-president and general man- 
ager of the E. S. & E. Co., Albany, N. Y. 
Dogs—blooded, prize winners—are 


Mr. Morris’ hobby. 








Why Customers Go Elsewhere 

The User’s News, which is the 
house organ of the Addressograph 
Company, in the January issue, gives 
seven reasons why customers go else- 
where. 

The majority of us think customers 
are fickle. But according to the User’s 
News that is not true. 

Seventy-five per cent of your in- 
active accounts just “quit cold” with- 
out complaining. Here are a few of 
the reasons why: 

1. A cold-blooded letter from your 
collection department. 

2. Discourtesy on the part of sales 
people. 

3. Errors. 

4. Delayed shipments. 

5. Promises that are not kept. 

6. Refusal to correct mistakes. 

7. Making an adjustment with a 
grudge or sting in it.” 

* * * 

Customers vs. Population 

The Society for Electrical Develop- 
ment has issued its Fourth Edition of 
“Customers Vs. Population” (U. S. 
A.) containing the latest available 
figures, showing the number of wired 
and unwired homes in the various 
communities reporting. 

This latest edition is the most com- 
plete yet issued, and in addition to a 
revision of material whch has ap- 
peared in previous issues, contains 
several new features of particular in- 
terest to all branches of the industry. 
As a guide to localities offering op- 
portunities for electrical business, 
this study enjoys a well earned repu- 
tation. Non-members interested in 
obtaining a copy should write to Staff 
Headquarters, 522 Fifth Avenue, New 


York, N. Y. for information. 
* * * 


Central Station Capital Exceeds 
$5,000,000,000 


Capital now invested in the business 
of supplying electric light and energy 
to the people of the United States 
exceeds $5,000,000,000 according to 
figures given out by the Society for 
Electrical Development. 
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Give Your Customers 


| What They Want! 


A survey of the electrical and automotive fields reveals 
a broad demand for dependable pocket meters. With 
the Sterling line there is a steady year ‘round market. 
The increased use of dry and storage batteries, to- 

gether with similar electrical devices—especially 
for radio work—has produced. considerable 
business that you can supply with full con- 
fidence of giving your customers what 
they want. 








rtie<, 


Pocket «" "3: Meters 


customers are bound 


a 
Y a € 
: Sterling Voltmeters 
to be satisfactory when Besides the huge market furnished by 
St 





you mention the Sterling radio these instruments are valuable 

i i ' : for measuring voltage any direc 

line. Since 1906 mages A current electrical circuit within “= 

it range. Used extensively for both 

Sterling Pocket Ammeter has been SS = dry and storage batteries. d 
Used chieft pocket meters, the increased popu- No. 33. o- 3 volts 1/10 v. div. List 
8 y for testing am » : - ¥ rice $1.25 

dry cells and multiple dry =< larity of Sterling meters being due to ee we t an tet 
@ instrument also ‘ 2 vice $1.25. 

polarity indicator. serves as a the assured accuracy and careful calibra- i i nee 

No. 24, —- -35 amps. 2 amp. divi- tion of the product. Here is an opporunity price $1.75. <p papas 

sions mS peice 51.00. i ss No. 34B. 0- volts v. div. is 
No. 25 om ee- for salesmen to find an increased market where toe $2.25 


List 


= 


. i amps. 25. 
sions. List price $595. 0-50 volts 1 v. d 


ever dealers sell to electricians, radio users, auto No. 34C. 
. . . at 
mechanics and gas engine repairmen. 


Trade Discounts on Trade Discounts on 


Application Application 

No. 44. 0-30 amps. 0-8 volts 
L 4 ivisions. 
Sterling Voltammeters (1 amp. and % v. divisions.) 

List price $1.50. 
A combination of the voltmeter No. 444A. 0-35 amps. 0-16 volts 
and ammeter in a single case, (1 amp. and % v. divisions.) 

serving the purpose common to List price $2.00. 

both. 








No. R 304, 12 Point Sterling Rotary Switch 
—a new device. This switch is designed to 
solve one of the most vexing problems of the 
amateur and professional builders of radio 
receiving sets. It eliminates unsightly front 
of board contact points, providing a complete 
unit for rear of panel mounting, to which 
variocoupler taps may be easily soldered. It 
a —_,* place by two mounting screws, 
ods of wick are ndicating dial’ The ke Experience gained in the manufacturing of fine 
and dial are mounted on electrical devices, together with research work 
adjustable shaft held by 7 "ree" 
set screw for any thick. begun with the birth of the radio industry has 
endowed the manufacturers of Sterling devices 
with ability to turn out radio equipment of un- 
equalled merit. Attractive—thoroughly eff- 


cient—priced right. 


* i] 
R , D I O Portable Rectifier g 
For charging ‘‘A’’ storage batteries from | 

& 


110-120 volt AC lamp socket Weight only 


DE V I¢ ES 8 Ibs. Handled as easy as an electric iron. 
- List 


Eliminates fusing and ‘‘freezing. 
price $16.00. West of Rockies $17.00 


















Other Sterling Radio Devices 


Filament Rheostat, Filament Meters, {2 Point Rotary Switch, 
also Automotive Electrical Devices 





ness of panel up 
to % in. 


ed 
This awiten may be u The Sterling Manufacturing Company 
a. voltmeter for 2853 Prospect Avenue Cleveland, Ohio 


a —— or indi- 
vidual ‘ laments. 


ce ce to ent intun” Over 3 million Sterling Devices in Use Today. 






























THE JOBBER'’S[AJSALESMAN 











PERTINENT SALES FACTS AND FIGURES 








The information given on this 
age relates to no single manu- 
cturer’s products, and no pref- 
erence is intended, the purpose 
being to furnish general sales 
data of use to jobbers’ salesmen. 





Just what is meant by receptacle 
as an electrical device? 

A receptacle is a securely mounted 
wiring device designed to receive a 
connection for and to complete a cir- 
cuit. Receptacles are almost invari- 
ably outlets in a permanent wiring 
system for convenient connection of 
lamps or utilization appliances, the 
latter by means of an attachment 
plug and cord. 





What are the two main classes of 
receptacles? 

Lamp receptacles and attachment- 
plug receptacles. The former are in- 
tended primarily for receiving incan- 
descent lamps directly, as in sign 
receptacles and those for outlining 
buildings or some store windows, or 
for mounting lamps directly on the 
ceiling or wall. Lamp receptacles al- 
ways have a standard Edison screw 
shell and, while mostly of the medi- 
um-base size, are also made in mogul. 
candelabra and _ miniature _ sizes. 
They may also be used for 
type attachment plugs. 

Attachment-plug receptacles 
intended primarily for the quick and 
convenient connection of attachment 
plugs. They have special contacts to 
permit the plug to be pushed in or 
withdrawn without requiring it to be 


screw 


are 


twisted. They cannot be used for 
incandescent lamps without special 
adapters. 





What are the important features 
of attachment-plug receptacles? 

The most distinctive feature is the 
provision of special contacts of types 
to receive the flat blades or round 
prongs of attachment plugs. Such 
contacts much more convenient 
and safe than the screw type contacts 
universally used for all but automobile 
lamps. Not only is it easier and 
quicker to plug in an attachment plug, 
but this can be done without twisting 
the cord, which if done very often 
wears it out near the plug. If an 
appliance, such as a floor lamp, is 
connected by a cord and screw type 
plug to a screw type wall receptacle 
and a person in walking near the 
lamp trips on the cord the lamp may 
be upset because the plug cannot 
readily give way ; however, if the plug 


are 


Data Sheet on 
Receptacles 


and receptacle are of the blade type, 
the plug may be pulled out of the 
receptacle by the sudden tug on the 
cord and this may save the lamp from 
damage. The contacts on such a re- 
ceptacle are also more protected than 
those of the ordinary screw type, thus 
minimizing troubles from children or 
others short-circuiting them by hair- 
pins and the like. 

Attachment-plug receptacles are 
most commonly mounted in conduit 
boxes identical with wall switch 
boxes. They may also be mounted in 
or on boxes for surface conduit, metal 
raceway, flexible steel or nonmetallic 
conduit or armored cable. For surface 
wiring they are often mounted on 
the cover of the box or may be of 
the cleat type for open wiring. For 
flush mounting the receptacle body 
is entirely enclosed within the box 
and a plate similar to that of a flush 
switch covers the box flush with the 
wall or baseboard surface; its central 
hole fits over an insulating boss con- 
taining the contacts. Wall or base- 
board receptacles are often made du- 
plex, that is, they have a body with 
two complete sets of contacts so that 
two attachment plugs side by side 
may be connected to the same outlet 
box; such receptacles cost but little 
more than the ordinary single type. 
Floor receptacles have special pro- 
vision to exclude water, dust and dirt; 
there is also frequently a metal cap 
screwing into the floor plate to pro- 
tect the cap of the attaehment plug 
from damage. 





How do lamp receptacles differ 
from lamp sockets? 

Lamp receptacles and sockets re- 
semble each other in having two 
parts alike; these are the body and 
outer shell. The third essential part 
differs, however; in the sockets this 
is a cap, whereas in lamp receptacles 
it is a base. The cap or base and the 
bedy and shell are usually inter- 
changeable, so that a socket may be 
changed into a lamp receptacle or 


vice versa. Sockets are designed for 


mounting on lighting fixtures or di- 
rectly on pendent or extension cord. 
Lamp receptacles are mounted on 
ceilings, walls, signs or other rigid 
surfaces. 


In this department an effort 
is made to give to jobbers’ sales- 
men a summary of general in- 
formation about different staple |; 
‘lines of electrical material. Tear 
out this sheet and save it. 





ee ee 


Are receptacles standardized to 
any great extent? 

All lamp receptacles have long been 
standardized. with contacts of the 
Edison screw type and of mogul, me- 
dium, candelabra and miniature base 
sizes. Up to a few years ago there 
was little standardization of attach- 
ment-plug receptacles and each manu- 
facturer produced a line with con- 
tacts fitting the particular blades, 
prongs or pins he used on his line 
of attachment, plugs. This lack of 
standardization prevented interchange 
of plugs other than the screw type 
and therefore retarded the use of 
appliances. Discussion of this dis- 
advantage led to standardization of 
the parallel-blade type of contacts 
and practically all the leading manu- 
facturers have adopted this type or 
have adapted their contacts for use 
with parallel blades, as in the case of 
T-slet contacts that can be used with 
both parallel and tandem-blade plugs. 





What is meant by convenience 
outlets ? 

Outlets in a wiring system of max- 
imum convenience for the connection 
of portable lamps, heating or motor- 
driven appliances. This practically 
means wall, baseboard or floor outlets 
equipped with standard blade-contact 
attachment plug receptacles. Similar 
receptacles are also being wired into 
the most modern furniture, such as 
dining tables, tea wagons, dressers 
and dressing tables, beds, etc. 





For what purpose are other or 
special types of receptacles used? 

For the charging of storage bat- 
teries of electric vehicles and trucks 
the receptacles and plugs are usually 
of standardized concentric-contact 
type, as this is easily wired to prevent 
reversed polarity. Similar receptacles 
are used for charging of batteries on 
steam railway cars at terminal points. 
For lighting and control circuits be- 
tween cars of trains receptacles and 
jumper cable plugs may have up to 
30 or more separate male and female 
contacts within one case. For con- 


necting portable electric tools two or 
three contacts on opposite sides of a 
retangular or triangular opening are 
often used. 
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And Now the Architect 
and Builder— 


Mr. and Mrs. Homemaker got a lot of new 
ideas about housewiring last year and so 
did their architect and builder. The new 
G-E advertising this year pays special at- 
tention to these last two classes. 


Thousands wrote us last year of their in- 
terest in housewiring—and this year this 
interest is developing into increased busi- 
ness for the electrical contractor, stimulated 
by G-E advertising in the building and 
architectural papers. 

Tie-in dealer helps are available so that 


every live electrical contractor can have a 
direct share in the results of this publicity. 
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The Nearest G-E Distributor 
will tell you how to 
sell Tungars 


New window posters, new live 
advertising in radio papers and 
an effective selling plan are 
among the impulses that will 
move Tungars off the dealers’ 
shelves this spring. See your 
G-E distributor—he has an 
important message for you. 





Dealers who sell Tungar battery chargers 
to owners of radio receiving sets not only 
save their customers from the expense 
and annoyance of lugging their batteries 
out to be charged but also make a good 
profit for themselves. They make a 
profit on the device, another on the simple 
attachment for ““B”’ battery charging anda 
third profit on renewal bulbs. 


The “big push” is starting 
See the nearest G-E distributor NOW 


Merchandise Department, Bridgeport, Connecticut 


: G6) General Electric Company 
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“Original Equipment Quality” 
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GE INSULATING MATERIALS gee a 
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G-E Flexible Varnished 
Tubing Knots without 
cracking. 
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. e G- ance 
Electrical Insulation Insulating 0 
Oils ~ 


Stickers and Shellacs 


for Every Need Sealing and Filling Com- 


pounds 
A necessary foundation for uninterrupted operation of Paints for Electrical 
electrical machinery is good insulation. Realizing this, ae aR par 
the General Electric Company has developed for use in Seer Ah paid on aed 
its own apparatus insulating materials of the highest Shins’ Meidhlations 


possible quality and dependability. These results of C-rds, Twines and Insue 
most careful research and skilled manufacture are lating Tapes 
















offered to other makers of electrical products and to oe 6 eb 
repair men whose reputation demands the highest Tubing 
grade materials. 
Apparatus built or repaired with G-E insulating mate- 
rials has always maintained an enviable service record. 
Teil us what form of insulation you need 
. General Flectric Company 
<a Merchandise Dept., Bridgeport, Conn. 


— 


——— 


Insulations 


EEE SSIES SRE SR eA ec ee ac cer ee ac a ae ee: 
Use them when you build-demand them for repairs 
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Addition to Franklin Sales 
Force 

Wm. (Billy) Buchanan, formerly 
with the Philadelphia branch of the 
Western Electric Co., recently joined 
the sales force of the Franklin Elec- 
tric Co., 15 No. 7th street, Phila- 
delphia, Pa., and will cover southern 
New Jersey. Chas. E. Brennan, 
formerly with the Edison Electric 
Appliance Co., has also joined the 
sales force and is covering western 
Pennsylvania, 


* * * 


Brinkley Now General 

Manager 

E, H. Brinkley who has been con- 

nected for the past five years with 

the Quaker Light and Supply Co., 

728 Arch street, Philadelphia, Pa., 

was recently appointed general man- 
ager of the above firm. 








Bob Sparks of Manhattan Electrical 
Supply Co., Inc., congratulating H. L. Mil- 
ler, contractor-dealer of Pasadena, Calif., 
one of the three successful contestants in 
the window display contest, staged by 
Manhattan throughout the country. Note 
the happy smiles. . 














A. T. Knowlson Co., Now 
G. E. Jobber 
Effective January 1, the A. T. 
Knowlson Co., Detroit, Mich., became 
a General Electric jobber—retaining 
ownership of all its stock but operat- 





ing under the General Electric co- 
operative plan. Mr. Fred Lafferty, 
vice president and general manager, 
recently returned from a trip to 
Bridgeport, Conn., and is heartily 
pleased with possibilities for extend- 
ed service and increased business ac- 
tivities as presented in working un- 
der the G. E. Merchandising Bureau 
plans. 
* * * 


New Faces at the Commercial 
Electric 

Scott Ortman, formerly with the 
Frank C. Teal Co., Detroit, Mich., 
has joined the forces of the Commer- 
cial Electric Supply Co., of the same 
city, being put on about March 1. He 
will specialize in lighting, devoting 
practically his whole attention to De- 
troit. P. J. Kirkpatrick, formerly 
with the Commercial, but away for a 
year, is back, this time as fixture sales- 
man. Howard Ross has been promo- 
ted from inside man to suburban sales- 
man, carrying the general line. 





From Jobber’s Salesman to 
Governor 
A thought for the jobber’s sales- 
man who doubts his future comes 
from Arthur J. Selzer, sales manager 
for the B-R Electric Co., Kansas 
City, Mo.; namely, that Governor- 
elect J. C. Walton of Oklahoma, once 
travelled that state for B-R. He 
was in their employ from 1896 to 
1914, leaving to open an engineering 
office in Oklahoma City. 


* * * 


Two More Live Ones With 
Philadelphia Electric 

Geo. H. Salmon, formerly with the 
J. E. Fritchie Co., of Philadelphia 
and Henry Newman, formerly with 
the H. C. Roberts Electric Co., of 
Phila., have recently been added to 
the sales force of the Philadelphia 
Electric Co., Supply Dept. Salmon 
will cover central Pennsylvania ter- 
ritory and Newman will cover city 
territory. 














Down old Noo Yawk way they all know 
Bob Coleman, who is with Stanley & Pat- 
terson. We snapped this one Saturday 


noon, just as Bob was about to step into 
his high-powered motor car and beat it for 
home to recuperate after a hard week’s 
work. 
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On February 9, the Iron City Electric Company of Pittsburgh sent its entire sales 
force to Peoria, IIl., to visit the factory of the Altorfer Bros. Co., and took as guests 


its 10 leading dealers in A. B. C. washing machines. 
the above photograph was taken upon arrival. 


There were 27 in the party, and 
Not. only did the trip prove profitable 


in gaining knowledge of production, but the dealers learned to know each other, and 
their exchange of ideas on electrical merchandising during the trip was an added 


benefit. 





Dealer Problem Discussed by 
Dixie Club 


Subjects discussed at the Dixie 
Club meeting in New Orleans, March 
8-10, are well worthy of mention, as 
they constitute the major problems of 
the electrical business today. First 
came the matter of dealer credit, the 
question being whether it is best to 
force the dealers to pay up at once, or 
to extend time indefinitely in an at- 
tempt to keep dealers on their feet 
and not lose any of them. 

Next was the problem of helping 
the dealer to greater efficiency in all 
things, chiefly merchandising. This is 
a vital subject. The question involves 
not so much what to do, as the time 
and expense needed to educate the 
dealer in going out after the business 
instead of waiting for it to come in. 

An earnest effort to see into the fu- 
ture brought on a discussion as to 
whether the peak in electrical prices 
has been reached; if prices are going 
to drop this summer or advance. The 
wisest course, according to the major- 
ity, is to keep stocks sufficient for 
meeting present needs, but not to over- 
load in any way and risk further loss 
from a possible drop. 

Another vital question proved to be 
“What will radio do in the next six 
months?” Radio is now recognized 
as a staple, here to stay, needing only 


standardization and stability to make 
it a definite asset to every jobbing 
business. However, there is a distinct 
tone of watchful waiting in this vicin- 
ity. The government and the manu- 
facturers need to assure a definite, 
efficient system, both in broadcasting 
and manufacturing, in order to secure 
the complete confidence of the jobber 
and dealers. 

Overhead 


Next came “War Time 


and Peace Time Profits,” the question 
being how to decrease the cost of dis- 
tribution. The answer was mainly 
standardization and wholesale elim- 
ination of unnecessary items. 

One of the most interesting discus- 
sions pertained to salesmen’s compen- 
sation, whether it should be on the 
basis of salary or commission. The 
consensus of opinion was emphatically 
in favor of a combination, with a 
bonus for exceptional sales. 

M. L. Mann, of the Mann Electrical 
Supply Co., Columbia, S. C., led the 
meeting as president of the Dixie 
Club, relinquishing the gavel, after the 
election of officers, to Percy Stern, of 
the Interstate Electric Co., New Or- 
leans, the new president. L. L. 
Hirsch, of the Electric Supply Co., 
New Orleans, was elected secretary. 

The next meeting of the Dixie Club 
will be held in Chattanooga, Tenn., in 
July, 1923. 

* * # 
Jacobson Now Store Manager 

E. C. Jacobson, formerly travelling 
representative for the R. V. Pettingell 
Electric Supply Co., Boston, has been 
promoted to the position of store man- 


ager for the company. 
* *& 


Western Electric Gets Large 
Dallas Contract 


The Western Electric Co., Dallas, 
Tex., announces that after two years 
of bidding and competition, the Paci- 
fic Avenue street lighting job has 
been awarded to them. 





S. Morgan street. 








Growth of the American Electrical Supply Co., Chicago, has necessitated 
the building of a modern structure as shown above. 
them proudly at home in the new building, which is located at 117-128 
It is constructed and arranged with a view to maximum 
efficiency in the operation of a jobbing business. 


ie es Ber - 





March 1 found 
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All roads will lead to your store 


if you tell people where you are and what you have 


ona os MAGAZINE ADVERTISING, If you tell these same people that your 
the Edison Lamp Works is telling store is headquarters for Edison Mazpa 
householders, storekeepers and factory Lamps and modern lighting equipment 
managers in your community what better and service, prospects will become profits. 
lighting will do for them. And here’s the way to tell ’em! 






































Use the new window display 


The first of the sets we are furnishing to Agents and : 
Central Stations. It will tie up your store with the Make the Right Lamp 


~ national advertising which is spreading. the message to Chart work 
Use the magazine consumers: “The right Edison MAZDA Lamp in every 
advertisements socket of your fixtures will give you Better Light.” 


Tear the advertisements out as they 
appear in the magazines and paste 
them on your dooror window—they’ll 
tell people “‘this is the place” 





Put it in a prominent place in the 
store—train your clerks to use it. 
Then your customers will be sure 
of getting the “right lamp in 
every fixture.” 











Use these ready-made 


newspaper advertise- Mail out the booklets 





ments. Real sales ideas in the Put Uncle Sam to work. We have 
. n . . . 4 
Real selling advertisements—six Sales Builder pent a i ity aon a 
different series of them! Plenty of Between the covers of each issue of them on.” Get them and mail to your 
room for your name and address. this monthly magazine you will find list of customers and prospects and 
Ask for samples. Agents say they tested sales ideas and suggestions for follow them up by telephone and 
“have the punch that gets the busi- increasing your business in all elec- personal calls. 
ness,” trical lines. 









These are but a few of the sales aids offered Edison MAZDA Lamp Agents and Cen- 
tral Stations. For further information write to the nearest district office serving you. 


EDISON LAMP WORKS OF GENERAL ELECTRIC COMPANY 
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W. G. DeForest, district manager, 
Western Electric Co, Kansas City, who 
has done some big things in the way of 
perfecting his organization, and R. J. Mc- 
Cabe, stores manager, on their way to 
lunch, so we made it snappy. 





Golf Competition vs. Price 
Competition 

One day last Fall a number of elec- 
trical men of Detroit who play golf 
assembled on one of the links of that 
city and played all day. In the eve- 
ning they had a banquet at the club 
house. They all enjoyed the affair so 
much that the suggestion was made 
that they make it a regular thing the 
coming summer by forming a club or 
association of local electrical men who 
could get together once a month. A 
small fee could be charged, tourna- 
ments arranged, etc. 

It was further suggested that news 
of this movement be spread through 
some medium such as THE JOBBER’s 
SALESMAN so as to get the electrical 
groups in other cities interested in 
banding together in the same way, re- 
sulting finally in some lively competi- 
tions between clubs in neighboring 
cities. 

Russell, manufacturers’ 
agent and Glenn Smiley, sales man- 
ager of the Commercial Electric Sup- 
ply Co., Detroit, are pushing the thing 
along. Mr. Russell, by the way, was 
successful in organizing bowling 
leagues along similar lines which re- 
sulted in some fast competition be- 
tween rival teams in Cleveland and 
Detroit in the past few months. 


George 


Peerless Light in Larger 
Build; 

The Peerless Light Co., of St. Louis 
has moved from 416 N. 7th street to 
the building at 825 Washington av- 
enue. 

In addition to increased space and 
facilities for their jobbing business, 
they have installed a unique arrange- 
ment of booths for displaying fixtures 
and appliances. 

They also boast the only soundproof 
radio salesroom in St. Louis, for 
which Mr. H. L. Crown is responsi- 
ble. This room bears a sign, “Stay In 
and Listen In,” allowing customers to 
hear. concerts and demonstrations 
without interrupting the necessary 
work of the organization. 


* * * 


Ducks and Ducats 


The latter part of January the 
Southwest General Electric Co. was 
in the midst of a contest, which is 
called the Southwest Duck Hunt. 
The first prize was a Ford motor car, 
useful in gathering ducks. The slo- 
gan was “Go after the ducks but get 
the ducats.”” In addition to the car, 
there were cash prizes amounting to 
several hundred dollars. 

Guy P. Norton of the Duplex 


New Men at Boston Western 
Electric 

F. L. Worthington, formerly with 
the National Lamp Works at Nela 
Park, Cleveland, Ohio, has recently 
joined the lighting department of the 
Western Electric Company’s branch 
house at Boston, Mass. in a sales 
capacity. 

E. L. Whitney, who was formerly 
with the Crooker Co., at Providence, 
R. I. has joined the supply department 
sales force and will cover Vermont 
and northern New Hampshire. 

* * * 

Detroit Jobbers in Florida 

F. M. Woolrich, president of the 
Commercial Electric Supply Co., De- 
troit, Mich., left on February 27 for 
his annual winter vacation at Miami, 
Fla. His stay there is usually from 
two weeks to a month. Another job- 
ber from the Motor City to enjoy 
the same kind of a vacation was John 
R. McNaughton of the McNaughton- 
Mckay Electric Co., who put in five 
weeks, including most of March, at 
the Urmey Hotel in Miami. Mr.Mc- 
Naughton is secretary of the Bloom- 
field Golf Club in Detroit and an in- 
curable golfer. He wrote back that 
there was such a gang from Detroit, 
that playing golf in Miami was like 


Lighting Works of the General Elec- playing on a Detroit course. 








Guy Norton and H. E. Hobson After 
Ducks. Hobson, at the Right, On 
Another Occasion. 


tric Co. was in Texas at the time of 
the contest and took an active part in 
the hunt. He is seen at the left in 
the picture directly above, along with 
H. E. Hobson, genial sales manager 
of the Southwest General Electric 
Company. 
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Above—“Students” at Nela’s sixth Course 
posing for the picture man. 


Why Do They Do It? 


wi do jobbers’ salesmen—and busy jobber executives 
too—come to Nela to attend the Courses in Illumination 
Design that are given here? They come because they know 
that a knowledge of correct lighting principles helps them to 
sell lighting and lighting equipment. They know from their 
own experience and from talking with successful jobbers’ sales- 
men who have learned what lighting sales “tools” are most 
effective and why. 


More than three hundred jobbers’ salesmen have gained some 
of their sales information and lighting knowledge at Nela Park. 
Seventy-two of them attended Nela’s Sixth course in Illumina- 
tion Design, February 12-16, 1923. They are shown in the 
pictures above. The course was concluded only seven weeks 
ago, but we have already had reports from several of the lighting 
“students” which indicate that the “lessons in lighting” were 
both practical and profitable. National Lamp Works of General 
Electric Company, Nela Park, Cleveland. 


Each of these labels represents a Sales Division equipped to give a complete lighting service. 


NATIONAL 
MAZDA LAMPS 


Below—Jobbers’ salesmen at Nela’s sixth 
Course 


in Illumination Design laying out 
an actual lighting job, eae 


Pipe 
¥ — 


LA PARK, Cleve- 


land, isa “university 
of light” dedicated to im- 
provement in lamps and 
progress in the artof light- 
ing. Itserves 24 factories, 
17 sales divisions, and 
15,000 dealers in the pro- 
duction and marketing of 
98 million National MAZDA 
lamps annually for use in 
homes, offices, factories, 
stores, streets, railways, flash- 
lights, and automobiles. 
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This interesting group photograph was taken during a sales conference held by the 
McGraw Co., St. Louis, Mo., January 22 to 24. 





Wehle Forms New Company 
in Binghamton 


The Southern New York Electrical 


Supply Corp., Binghamton, N. Y., 


was formed recently with office and 
warehouse at 78 and 80 State street. 
Edwin C. Wehle, president and trea- 
surer of the new company, was 
formerly president and sales manager, 
as well as one of the partners of the 
Southern Tier Electrical Supply Co. 
of Binghamton. Mr. Wehle has been 
actively interested in the electrical 
jobbing business for the last 16 years. 
Prior to his connection with the 
Southern Tier Co. he was road man 
for the Mohawk Electric Supply Co., 
(now Robertson-Cataract). 

The new company is incorporated 
for $50,000. It is acting as distribu- 
tor for Thomas & Betts Co., Benja- 
min Electric Mfg. Co., Youngstown 
Sheet & Tube Co., Enameled Metal 
Works., Triangle Conduit Co., Rome 
Wire Co., Boston Woven Hose Co., 
American Wiremold Co., Ansonia 
Electric Co., All Steel Equipment 
Co., MacBeth Evans Glass Co., 
Bryant Electric Co., ete. 

Other officers of the corporation 
Vice-president, William Hecox; 
secretary, James L. Smith. 

* * * 


Matthews Electric Makes 


Generous Donation 

The Matthews Electric Co., Bir- 
mingham, Ala., recently donated 10 
$200 radio receiving sets to the Ala- 
bama Polytechnic Institute. The plan 
is to use the sets for the dissemina- 
tion of agricultural information, and 
locate them in various towns in the 
locality. 


are: 





Tri-City Electric Moves 

The Tri-City Electric Co. 20 
Mechanic street, Newark, N. J., has 
recently leased a new five-story ware- 
house and office building at 52-56 
Lafayette street, Newark, contain- 
ing some 50,000 sq. ft. of floor space. 
They moved into their new head- 
quarters the first of April. 


* * * 


J. V. Downing Goes With 


Parr 
J. V. Downing, formerly with the 
Manhattan Electrical Supply Co., 
New York City, traveling a New Jer- 
sey territory, has recently joined the 
Parr Electric Co.’s branch house at 
Newark, and will cover the city of 

Newark and suburbs. 


That Was Certainly Fierce 


In the March issue of Tue Jos- 
BER’s SALESMAN there was reproduced 
a photograph of A. R. Fierce, pro- 
prietor of the Wholesale Electric Co., 
San Francisco, and the name was 
spelled. “Pierce’’! Without mentioning 
any names, or inferring that the hand- 
writing of our Coast representative is 
anything but perfect, the “F” looked 
like a “P”—but why go on? We’re 
sorry. : 

* * # 


Jobber Praises Westinghouse 
Service Plan 


Glenn Smiley, sales manager of the 
Commercial Electric Supply Co., De- 
troit, Mich., says that one of the most 
valuable aids to them in the sale of ap- 
pliances has been the Westinghouse 
Service plan. Under this plan, the 
dealer agrees to act as a Westing- 
house dealer and is appointed as ser- 
vice representative. This gives him 
authority to replace or repair defec- 
tive appliances within the guaranty 
period of one year without charge to 
the customer. If it is a curling iron, 
for instance, that needs a new element, 
he makes the repairs while the cus- 
tomer waits, and hands it back with 
the statement that he is a Westing- 
house representative with authority to 
make repairs without charge. The 
cost of the element is then charged 
backed through the jobber to the man- 
ufacturer, plus a standard charge for 
labor. 








er 


A group from United Electric Co., Wichita, Kansas, posing for their last picture 


in front of the old building. Before this is published they will be in the new home, 


309 North Rock Island street. 


Left to right: 


Don Cooper; M. N. Higgins; George 


Morris; S. W. Cooper; president, Louis Krause; O. J. Fischer, and last but not least, 
G. L. Grunewald. 
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Illuminating Glassware 
made in Chicago 


HE Inland Glass Company means more to you 
than merely another company making illu- 
minating glassware. 





First of all it means a company making quality 
glassware and with an intense interest to serve you. 


This interest is first expressed in the definite and 
fixed sales policy. This policy is “the Inland Glass 
Company believes in the jobber and that his is a 
function indispensable to economic distribution.” 





The centralized location (Chicago) 
insures these advantages; deliveries as 
promised, less breakage; lower freight 
rates and decided savings in manufac- 
turing costs which are expressed in 
the resale prices and in profits to you. 


An expression of interest from you will bring our com- 
plete illustrated catalog and sales plan in detail. 





Inland Glass Company 


Chicago, Illinois 
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Electrical Construction in 1923 


Based on a careful compilation and 
study of available data, the Copper 
and Brass Research Association, 25 
Broadway, New York, has made cer- 
tain assumptions as to the building 
operations for 1923, placing them 
close to the $6,000,000,000 mark. 

Whether the figure of $6,000,000,- 
000 will actually be realized must de- 
pend upon conditions which can not 
be foreseen, but the Association feels 
justified in asserting that the coming 
year will see the greatest building pro- 
gram the world has ever known. 

If this takes place, the indications 
are that the building shortage will be 
overtaken and a long stride made to- 
ward getting back to normal. Assum- 
ing that $6,000,000,000 is the figure 
for 1923, it is easy to proceed to the 
logical conclusion that, by the end of 











Cranky children cry for Castoria and 
Bolsheviki babies beg for bullets, but here 
are a pair of grown-ups fighting for Tue 
Jospper’s SatesMAN. They are N. C. Mc- 
Callum and wife, of the American Electric 
Co., St. Joseph, Mo.. The handsome ref- 
eree is J. R. Steele, purchasing agent. This 
picture reminds us of the Justice-of-the- 
Peace story. “I pronounce you man and 
wife. Shake hands, take your corners, and 
may the best man win.” 











1924, the “blush will be off the rose,” 
and that in 1925 a normal market of 
between $2,500,000,000 and $3,000,- 
000,000 may be looked for. 

An approximate estimate of the 
amount of money to be expended for 
electrical construction during 1923, as 
part of the $6,000,000,000, is as fol- 
lows: 


Apartments .................... $ 19,200,000 
Busines ooops iets 39,000,000 
CI icine keen e..- 8,100,000 
Dwellings 2.....2::..00--.--- 25,200,000 
HogmiGle 45... 42 3.-<.ste 9,100,000 
age g RRPS 13,100,000 
ji Eee ot 30,300,000 
| CS aa, See 23,600,000 

Teee® ....ciaceae-- $167,600,000 


Electragists to Hold Division 
Meetings 

At the executive committee meeting 
of the Association of Electragists held 
in New York City on March 14-15, a 
transcontinental trip was planned to 
be undertaken by James R. Strong 
and Laurence W. Davis, president 
and director of promotion and devel- 
opment respectively of that organiza- 
tion. The object of this trip, which 
will begin about the middle of June 
and end some time in August, is to 
hold divisional meetings of the mem- 
bership. 


This is an activity resulting from 
the revised constitution adopted at the 
last annual convention of the associa- 
tion in Cincinnati. One of the first 
changes to be made in that document 
proposed “To arrange for and pro- 
mote meetings of electragists in the 
various sections of the country. Such 
meetings to be arranged to cover any 
given territory that is easy of access 
from the point where the meeting is 
held.” 

While it is understood that the di- 
visional meetings to be held this year 
are included in the schedule of Presi- 
dent Strong and Director Davis, a 
plan is now being worked out whereby 
such meetings will become regular 


4 - 


EW; 





Full informa- 
tion as to places and dates of these 
meetings may be had from headquar- 
ters of the Association of Electragists, 
15 West 37th street, New York City. 


features in the future. 


Building Residence Lighting 
Business 


The first monograph of the very ex- 
tensive publication program for 1923 
upon which The Society for Electrical 
Development is engaged, in co-opera- 
tion with the Joint Committee for 
Business Development, is just off the 
press. 

This monograph, entitled “Business 
Residence Lighting Business’ gives 
plans for a complete residence light- 
ing campaign. including suggestions 
for form letters and advertising, lists 
of demonstration equipment, lectures, 























J. G. (Jim) Loomer of the Western 
Electric Co., Los Angeles, is just mailing 
home an order for some Benjamin ma- 
terial while Herb Mayo of the Benjamin 
Electric Manufacturing Co. (on the left) 
is standing by to make sure that it gets 
on its way safely. Mr. and Mrs. Jim are 
quite some hikers, having acquired the 
habit while residing in Canada, whereas 
Herb takes his exercise by hiking after 
Jim. 
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The Phoenicians were the first great com- 
mercial nation. Their skill in acquiring the 
favorable regard of all the peoples and 
nations with which they came in contact ac- 
counts for their long continued success. 


What Builds Good Will? 


Even as far back as 350 B. C. salesmen knew that con- 
tinued success depended on customer good-will. 


This fact holds true today. A combination of quality 
merchandise with a ready market and selling at a low 
price, is the only formula for creating permanent favor. 


The Shelton Violet Ray has repeatedly demonstrated 
its ability to build dealer and consumer good-will. Hon- 
estly built, priced right and with a big consumer demand 
it offers jobbers’ salesmen unlimited opportunities to 
establish themselves firmly with the trade. 


Learn the Shelton line—-talk it—the ease with which 
sales come will astonish you. 


Send for catalog and price lists. 


SHELTON ELECTRIC COMPANY 


16 E. 42nd St. New York City 
30 E. Randolph St. — Chicago 








a bibliography of lighting booklets, 
etc. A consumer booklet and ma- 
terial for newspaper articles on resi- 
dence lighting will be included with 
the monograph, Non-members may 
obtain copies at $1.00 each by writing 
to Staff Headquarters, 522 Fifth 
Avenue, New York, N. Y. 


i © 


Credits Still Improving 

The accompanying tabulation shows 
the number of accounts reported to 
the National Electrical Credit Asso- 
ciation by member manufacturers and 
jobbers during January and Febru- 
ary, 1923, as compared with the same 
months the previous year, together 
with the total amounts and average 


amounts of the delinquencies. 
ot es Se 


Central Division No. Total Average 
Jan., 1922...... 820 $ 98,956.58 $118.24 
Jan., 1923...... 809 88,811.52 109.78 
Feb., 1922...... 888 97,811.00 116.12 
Feb., 1928...... 685 69,996.47 107.49 

New York 
Jan., 1922...... 825 48,429.00 150.00 
Jan., 1928...... 892 54,452.00 189.00 
Feb., 1922...... 398 68,082.00 160.00 
Feb., 1928...... 283 36,045.00 127.00 

Philadelphia 
Jan., 1922...... 216 82,449.17 150.28 
Jan., 1928...... 212 80,786.18 145.22 
Feb., 1922...... 126 16,878.00 188.95 
Feb., 1928...... 176 26,881.67 152.78 

New England 
Jan., 1922...... 8 454.48 151.49 
Jan., 1928...... 66 7,805.66 118.27 
Feb., 1922...... 59 5,214 64 88.89 
Feb., 1928...... 48 2,495.35 51.99 

Pacific Coast 
Jan., 1922...... 16 2,002.00 125.12 
Jan., 1928...... 12 1,087.20 90.60 
Feb., 1922...... 14 806.45 57.68 

Feb. 1928...... 15 4,245.68 288.04 








i. D. Leffler, sales manager of the 
Funston Electric Co., Kansas City, 
Mo. Mr. Leffler has been continuous- 
ly in the employ of this company for 
13 years. 























April, 1923 THE JOBBER'S[AJSALESMAN 45 


A Tribute to the His! 

















(a 


he Bs of @ LL Hh sa j ' 1} - : 
ee jaan ee nents 5 What | all 
| Mh i © sf! HEMCo | am 


set oa I 
S agg qa etanvneetttt A \ lllthe | TRIP-LITE | 
nunl! Hitt . 4 ” | HP ernie 


8 — es, Li i ea 
evel TL 
Tae severest : Z 


Vs 


pantie 


rolTT 


il 
us 


The HEMCO  Twin-Lite The HEMCO Tach-Lite also ame 


gives two service outlets gives two service outlets. 





The HEMCO Health Pad from one socket. For use Fits between socket and The HEMCO Trip-Lite 
is a high grade three heat in base boards and under shade. Threaded for shade. gives three service outlets 
electric heating pad, guar- shades. List Price 75c. List Price 75c. from a single socket. — Is 
anteed for one year. List threaded for shade. List 
Price $8.00. Price $1.10. 


The above chart shows the steady growth in popularity of HEMCO 
plugs, due to their superior utility, attractiveness and convenience. 
All plugs and health pads packed in special sales cartons as shown. 


HEMCO PRODUCTS sell on sight. Keep your HEMCO display car- 


tons on your counters and in your windows. They will boost sales. 


GEORGE RICHARDS & COMPANY 


Dept. 16 557 West Monroe St. CHICAGO 
New York Office—Nelson & Mount Sts., Long Island City, N. Y. 
Pacific Coast Agents: New England Agents: Export Department: 
. A. Gray Co. Pettingell- Andrews Co., George Richards & Co., 


San Francisco “and Los Angeles, Calif. Boston, Mass. 557 W. ass St., Chicago, Ili. 
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Don’t Lose That 











Business 


Bid trimming by contractor-dealers is los- 
ing business for the industry and profits for 


you and your customers alike. 


In the face of this situation every job- 
ber’s salesman has his work laid out for him. 
It consists of selling the idea of demanding 
installations as planned and specified. The 
contractor-dealer must be shown how to ex- 
plain his estimates; he must know how to 
overcome cut-rate competition; he must 
know the finer points of salesmanship and 
build a reputation for dependable work with 


quality materials. 


You, who call upon him, who know him 
intimately, are the men best suited for the 
job of driving home the truth of the situa- 
tion. Put the contractor-dealers on the road 


to more business and substantial profits. 


“Steel City’’ Products are of the highest 
quality. Large stocks in all the principal 
distribution centers and a conscientious de- 
sire to serve insures prompt deliveries. Sell 


your dealers ‘Steel City’’ Products. 


» Clectric Ca 


PENNSYLVANIA 


Stee! City f 


PITTSBURGH 





Old Dealers for New 


(Continued from page 22) 


wants to start a grocery store can get 
a jobber to start him. He don’t know 
the grocery business and neither does 
the yap jobber that starts him or the 
jobber would never grant credit to 
him, sell him quarter dozens of this or 
that, and do all the other things that 
push up the cost of doing business. | 

“In pulling a bonehead play like 
that, or one like you pulled in Bims- 
burg, the jobber’s salesman displays 
all the intelligence of a well trained 
sea lion and starts many assorted 
brands of trouble for himself.” 

“What would a real smart salesman 
do in a situation like that?” This sar- 
castically from Sid. 

“Build up the existing dealers 
first,’ was Jack’s pat comeback. “Take 
your friend Johocks, for instance. You 
got sore because he didn’t move fast 
enough to please you. But at that 
Johocks is learning. I remember him 
before he moved his store up on Main 
street. He knew about as much about 
the electrical game as a horse knows 
about Sunday, and he thought a turn- 
over was something you did in bed. 

“But Johocks’ improvement is no 
accident. He got most of the stuff he 
knows from the coaching good, intelli- 
gent salesmen gave him. 

“T take a little credit (and some 
cash) myself, for the way Johocks has 
progressed. I never sold him a line 
of goods without a line of chatter 
about it that he could pass to the cus- 
tomer and tried not to confuse him 
with so many lines that he would get 
his sales talks mixed. 

“Do you read Tue Jopper’s Saves- 
MAN?” Jack continued. 

“Sure,” agreed. both. 

“Then read that department head- 
ed, ‘How I Landed the Order.’. Just 
notice that the boys that are doing the 
real constructive selling are showing 
their old dealers how to be better deal- 
ers. Instead of developing new deal- 
ers, demonstrate your salesmanship by 
showing your present dealers how to 
sell the lines they have and how to 
develop new customers. Then you will 
develop dealers and customers at the 
same time.” 

“Looks to me,” pondered Sid, “as 
if salesmanship consisted of knowing 
what to sell, where to sell, when to 
sell, when not to sell and how to sell.” 

“Sid,” said Jim, “you’re sure learn- 
ing fast. But for being a dumb-bell 








this time you are fined one dinner. 
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Durabilt Products 


are always praised by the users. If 
you want to please your trade, there- 
fore, specify 


DURADUCT 


Non-metallic conduit. 


DURACORD 


Heavy duty portable cord. 


DURAFLEX 


Armored conductor. 


DURAWIRE 


Rubber covered wire and light 
portable cord. 


TUBULAR WOVEN FABRIC CO. 
Pawtucket, R. I. 
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“Pack All Your 
Profit in the 


Ohio Brush Kit 


and Smile, 
Smile 
Smile! 


H OW long does it take your 
customers to replace worn 
brushes on small motors? 

Do they have to fuss around to 
find the right size brushes, then 
whittle the ends to fit the springs 
and finally get the job done more 
or less satisfactorily? 

Now, consider the OHIO CAR- 
BON BRUSH KIT with sev- 
eral sized brushes and springs, 
each in a separate compart- 
ment. It takes but a minute 
or so and the job is done right. 


400% Profit 
for the Dealer 


Ohio Brush Kits 


are just the thing for repair jobs on 
electric fans, vacuum sweepers, washing 
machines, electric drills, and all frac- 
tional horsepower motors. 

No Whittling of the Ends Needed. 
Everything Ready. 

Made of the Same High-Grade Material 
That Made Ohio Industrial and Auto- 
motive Brushes Famous. 


CONTENTS No. 1 KIT 
300 Brushes, 120 Springs. 
List Price $15.30 
CONTENTS No. 2 KIT 


150 Brushes, 60 Springs 
List Price $8.50 


p?? 











These Representatives will serve you: 


Boston, Mass. Kansas City, Mo. 
F. McCarthy, C. . Clifton, 
69 Oliver St. 214 Massachusetts 

Canton, Ohio Bldg. 
Lewis. L 

Bice 4 “ Co. “ “a. a 

Chicago, Il. Central Bide. 


Soucek & Co., 


2258 S. Central Park Milwaukee, Wis. 
Ave 


hio Carbon Co. 
439 15th Ave. 


war ves Minn. 
yle. 
2487 Lundale Ave. S. 


Cincinnati, Ohio 
James R. Jordan, Jr. 
217 E 3rd St. 


\ er” Ind. 


ieffert, New York, WN. Y. 
si Sycam : T. J. Crofton, 
8 a“ aro & 280 Broadway 


lowa State Rep. 

Leonard C. Kohn, St. Louis, Mo. 

2019 Farnam St. . A. Jaques, 
Omaha, Nebr. 5553 Vernon Ave. 


OHIO CARBON CO. 


8214 Almira Ave., Cleveland, O. 














Our Experiences As a Strictly Appliance Jobber 


(Continued from page 13) 


buyer wanted only one account on 
his books. There were many related 
things that he wished to buy—wire, 
conduit, fittings, devices, etc., and 
he wanted to buy in one place. When 
we could not furnish all these things 
our lamp sales began to diminish. 


In addition to the above, there 
were other reasons which caused us 
to get out of the purely appliance 
business. At the time we started and 
for all the period, in fact, the de- 
pressed condition of the appliance 
market was such that we could not 
get the volume of sales necessary to 
maintain our overhead and organiza- 
tion charges, As an organization, we 
were a little top-heavy because of 
holding on to our men as far as 
possible. 

One of the greatest difficulties en- 
countered was financing. We found 
the dealers all willing and anxious 
for our campaign, but in many cases 
they lacked the capital to carry the 
time payment contracts or had diffi- 
culty in making suitable arrangements 
with a financing corporation for the 
discounting of these contracts. This 
condition necessarily limited our field 
of operations. Many worthy dealers 
told us frankly of this obstacle and 
some splendid territories were left 
untouched. 

Having found the dealer who was 
strong enough financially, and who 
would sign a contract, the trouble 
then was to get in a sufficient assort- 
ment of stock. We had figured the 
minimum that a dealer must take for 
us to break even. Our dealer per- 
haps would be entirely sold on us 
and our plans but would want to 
handle vacuum cleaners only. Now 
it was absolutely necessary for us to 
sell him a complete line, or else drop 
our negotiations and hunt still far- 
ther for another dealer who would 
possess all of the qualities and take 
the quantities which were necessary 
in order for us to not lose money in 


that town. We did, however, put on 
specialized campaigns on vacuum 
cleaners, ranges, washing machines, 


and sewing machines, all with equal 
success, in cases where a dealer did 
not wish to, or could not represent 
all of our lines. In a few cases, we 
even put on separate campaigns with 
different dealers in the same town. 
For example, two weeks with one 
dealer on vacuum cleaners then two 


weeks with another dealer in the 
same town. Our men advised the 
townspeople in all advertisements, 
that “the man with the black bag” 
would soon call on them (the solici- 
tors carried black leather suitcases 
full of small appliances). 


As to modus opperandi, they were 
many and various, thanks to the in- 
genuity of the crew manager and his 
men. One of the best plans was tu 
arrange to meet and demonstrate as 
an educational feature, to women’s 
clubs, domestic science classes and 
the like. 

Another great difficulty became ap- 
parent. Having successfully conclud- 
ed our campaign and leaving the 
dealer full of pep and enthusiastic 
ideas we found that with the stimulus 
removed, he began cooling off and 
in the great majority of cases, it 
would have been necessary to repeat 
the treatment to keep the patient on 
the upgrade. The big item in this 
cooling off process was of course, 
turnover, for, during the campaign, 
the turnover was obviously feverish 
and with the withdrawal of the crew 
the turnover rate diminished which 
unfortunately suggested to the deal- 
er’s mind the idea that the campaign 
had been a pleasant oasis in the des- 
ert of business worries and that he 
could not afford, alone, to maintain 
such a sales force. I am sure, how- 
ever, that the campaigns could have 
been repeated with as great if not 
greater success the second time as 
the first with the result of leaving 
the dealer completely convinced. 

Well, any business must go ahead 
or go back. There is no such thing 
as standing still. We found that we 
were not going ahead. So we did not 
propose to waste years in proving 
what the first year showed, and 
jumped right back into the bramble 
bush, thereby scratching our good, 
old general-supply-jobber eyes back 
in again. 

I have related the outstanding 
facts of our experience. It was not 
entirely satisfactory, but I will not 
go so far as to say that under other 
conditions it might not have turned 
out profitably. The above mentioned 
desire to retain our lamp relationship 
was one of many factors which per- 
haps caused us to return to the gen- 
eral supply business in a_ shorter 
time than many might consider was 
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spickeani-span but the flush plates! 




















VERY four or five years the 
average house gets redecorated. 
New paper, new paint, newly fin- 
ished’ floors, everything spick and 


span. ‘tad 


Everything but the scratched and 
soiled flush plates! 


Those old flush plates mean sales 
for you. 


Tell your dealers and contractors 
to get acquainted with the painters, 
paperhangers and interior decorators. 
They can pick up profitable business 
on flush plates where homes are be- 
ing redecorated. 








Bryant Flush Plates are made in all styles for all standard wiring devices. They 
can be furnished to match any decorative scheme. 


You are familiar with Bryant Flush Plates. You know that they are beauti- 
fully finished and wear unusually well. You know they are worthy of installation 
in the most sumptuous home and that they cost no more than any other good 
plates. 


Tell your customers what you know about Bryant Flush Plates. 


THE BRYANT ELECTRIC COMPANY 
BRIDGEPORT, CONNECTICUT 


NEW YORK CHICAGO SAN FRANCISCO 
342 Madison Ave. 844 West Adams St. 149 New Montgomery St. 
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Get the DUNCAN Habit! 


A good habit to get is the 
DUNCAN habit—a habit of talk- 
ing DUNCAN Watthour Meters 


to all your central station friends. 


Get your trade to tty DUNCAN 
Watthour Meters once and you'll 
find that re-orders keep coming in. 


“DUNCAN?” has been manufac- 
turing meters for more than 30 
years. He knows how and has 
done a big job of advertising these 
meters to your trade. 


A DUNCAN buyer is a satisfied 
buyer. Get the habit of selling 
DUNCAN Watthour Meters. It’s 
a profitable habit to acquire. 


DUNCAN ELECTRIC MANUFACTURING Co. 
LAFAYETTE, INDIANA 


Duncan Meters Made For More Than 30 Years 








necessary in order to have given the 
venture a fair trial. Also, with better 
conditions in the appliance market 
the story might have been altogether 
different. But at any rate we are 
back, and there is no great loss with- 
out some small gain. The appliance 
end of our business now, as a general 
supply jobber, is much greater than 
it was before, which is naturally the 
result of the intensive effort that we 
put upon it for a year. And the 
dealers with whom we came in con- 
tract, and who were taught merchan- 
dising methods, have certainly been 
improved. Also it has impressed some 
things upon us, and. taught us to 
take advantage of every outside help, 
as, for instance, to cash in to the 
fullest extent locally on every bit of 
the national advertising that goes out 
from the manufacturer. 








To look at Harvey you’d never think 
he was bemoaning the fact that his flivver 
had nearly been knocked to smithereens. 
Ask him what they did to the gosh darn 
thing. Anyway, “Harv,” who travels’ for 
the McCleery-Carpenter Co., Columbus, 
Ohio, had to ride the plush for a time 














while they were fixing Lizzie up. 
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Elexits Help to Demonstrate 


and Sell Fixtures 


Equip the Fixtures You Handle With Elexits 


The best way to sell fixtures is to be able to demonstrate their value in your own store. 

If you equip a display space or small room with one or more ceiling and wall Elexit 
receptacles, you can plug in, for instance, a ceiling fixture and allow the customer to 
center attention on this one fixture at a time. A quicker selection will be the result. 

Single wall brackets or pairs can also be plugged in. The customer sees them exactly 
as they appear when installed, lighted and unlighted. 

If the buyer has insufficient funds to get good fixtures throughout the house, you can 
sell him good ones for the important locations and cheap ones (which he can replace 
later) for some of the rooms. 

You may also dispose of fixtures that you have had difficulty in selling, if displayed 
as actually installed in the home. 

In doing this you also sell the Elexit idea easier than any other way—and you have 
the opportunity of explaining how easy it is to take down fixtures when re-decorating, 
and have the fixtures re-finished if necessary. 

Every Elexit-equipped home will cause comment, because the novelty and merits 
will be talked about by the proud owners, This advertising will benefit the dealer who 
takes advantage of Elexits and demonstrates them in his store. 

C-H Elexits are made for every type of wall and ceiling lighting fixture — described 
in detail in our general Wiring Devices Catalog, pages 38 to 43. If you haven’t a copy 
at hand let us mail you one. 


THE CUTLER-HAMMER MFG. CO. 
Switch and Specialty Department 
Works: MILWAUKEE and NEW YORK 
Offices and Agents in Principal Cities 














Me 





C-H LX501 Elexit 
Plug for attachment 
to wall bracket. 


C-H Elexit Ceiling Receptacle LX200 
with Plate LX400 





C-H Elexit Wall Receptacle LX101 
with Plate LX301 


C-H LX602 Elexit 
Plug for attachment 


to ceiling fixture. i? 














| ELEXIT 


Standardized Outlets 


for Electric Fixtures 
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WILLIAMSON—The Fit 





Long after less carefully made 
fixtures have served their in- 
tent, Williamson fixtures retain 
all of their original smartness. 





R. WILLIAMSON & CO. 


New York:: Chicago:: San Francisco 
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Fixture Line Incomparable 





The increasing prominence of 
Williamson Fixtures is every- 
where evident. 


Fashioned only in better metals 
by expert craftsmen, lending to 
Williamson fixtures the ex- 
treme grace of correctness. 





R. WILLIAMSON & CO. 


New York:: Chicago:: San Francisco 
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WHEREVER 


there is a show 
window or— 

an electric sign 
to be illumimated 
— if a storage 
battery is to be 
recharged, 

when street lights 
or a burglar alarm 
system is to be 
controlled 


wy 
SELL 
YOUR CUSTOMER 


HARTFORD 


















TIME 
SWITCH 


You can give him a 
Hartford 

in just the right type 
and capacity which 
will be the best 
automatic time switch 
he can possibly get 
for his purpose. 
Positively— 

The new Hartford 
Price List provides 
good profit for 

you! 





















HARTFORD 
TIME SWITCH CO. 
A. HALL BERRY 
Genera! Sales Agent 
71-73 Murray St., New York,N.Y. 
U.S. A. 















The Four Star Contest | 


(Continued from page 8) 


stands in the contest is a simple mat- 
ter of percentage, arrived at by divid- 
ing the number of actual stars for 
which he has obtained credit by the 
total number it is possible for him to 
get. If the salesman has eight lamp 
agents, all of whom are subscribers to 
the window service, he has eight stars 
to his credit right off the bat. If four 
of them have lamp demonstrators that 
adds four more stars to his credit and 
brings his total up to twelve. If he 
has not yet done anything definite on 
which credit can be awarded on Star 3 
and Star 4 activities, he, at least, has 
these 12 stars. The total number of 
stars within his reach are four stars 
for each of his eight agents, or a total 
of 32. Dividing what he has (12) by 
what he may get (32) gives 12/32, or 
37.5 per cent. 

There are two main sets of prizes— 
Grand Prizes and Group Awards. . 

Let’s look at the Group Awards 
first. They consist of three different 
exhibits of prizes. The salesman who 
gains a standing of 75 per cent or 
better is in on the prize money. If he 
is in Group I and his standing is 75 
per cent or better but less than 100 
per cent he may take his pick of three 
very nice prizes. If he has batted 100 
per cent—put all his agents in the 
Four Star class,—he may take his 
choice from a stiJl more valuable ar- 
ray of three prizes instead of from the 
lesser prizes. And so it is with each 
of the three groups. Group II awards 
are of higher value than Group I 
prizes and Group III awards are of 
still higher value. 


But that isn’t all. ‘The salesman is 


not merely in a solitaire contest or 
playing against his own “bogie.” He 
is in active competition with hundreds 
of other jobber salesmen all over the 
country for the 10 grand prizes. These 
grand prizes grade in value from a 
Ford roadster, through furniture, ra- 
dio outfits, gold watches, Victrolas, 
silverware, traveling bags, etc., to golf 
outfits, and the last prize is a gold 
fountain pen. 

In competing for the grand prize, 
the percentage of stars gained by the 
salesman is not the basis of judgment 
although he will naturally have to 
have a high standing to win. The 
real test here is how good an all-round 
job has he done on the whole activity 
and how well have his agents “‘fol- 
lowed through.” 

For example, having an agent who 
subscribes to the window trim service, 
puts one star in the salesman’s crown. 
But if this same agent features ex- 
ceptionally fine windows frequently, 
the judges will certainly consider that 
in awarding the grand prizes. Get- 
ting additional agents counts. Get- 
ting photos of lamp displays counts. 
Letters from agents telling definitely 
how they have made use of word-of- 
mouth selling and what they have 
done on outside activities will count. 
Increases in agents’ lamp sales will 
receive favorable consideration. 

The salesman who has done a good 
job and can present evidence of it in 
his reports and exhibits to the judges 
is the fellow who will cash in on the 
grand prizes. 

Again for the sake of fairness, the 
judges have been selected not from the 








a 


the gang. Top row left to right: 








J. E. Myers, Myers Electric Supply Co. of Los Anges, surrounded by some of 
Nordskog; Coom 


s; Green; Stratton; Myers; 


Dolan; Taylor; Shay; Everholt; Conover; Shukraft; Guiot; Elson. Lower row left 
to right. Oatman; Howard; LeGassick; Rittmiller; Wickert; Riblett; Schelan. 
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With two-deck 
nickel - plated 


steel 


with  curling- 
iron feature. 





“Never Burns Out—Always Sells Out” 


So say progressive dealers who sell Dover Domanco, 
the electric iron that will not burn out. 








Five Factors of 
Dover DOMANCO 
Superiority 


Patented ‘“Vea’’ heating 
element that will not 
burn out. The heating 
wire is permanently 
sealed against those ele- 
ments which cause burn- 
outs. 


Complete new 5-lb. heat- 
ing unit FREE if your 
Dover-DOMANCOi ever 
burns out. 


Rugged rigid, pure, 
nickel terminal posts and 
phosphor-bronze connec- 
tions that will not rust or 


corrode. 


Double-life Verifiex cord 
that will not kink; easily 
removable reinforced 
plug. 





WW) PRICE, including steel 
WW stand, complete, $5.00. 


Dover Irons are endorsed by Good 
Housekeeping, Tribune (N. Y.) and 
Modern Priscilla Institutes, the Na- 
tional Board of Fire Underwriters, 
electrical engineers and lighting 
and power companies everywhere. 











What makes this possible? 


The intrinsic value of the iron;its five dollar price; the 
advertising which carries the message of everlasting electric 
ironing service; its five factors of superiority, and a profit 
per iron which is generous enough to warrant pushing it. 


Los Angeles dealers, 450 of them, bought 10,000 Dover- 
Domancos in January. Shrewd merchants, every one of 
those 450, for they bought the fastest selling electric iron on 
the market. If you are not carrying Dover-Domanco write 
for the details of our new merchandising plan. A letter or 
postcard does not obligate you. Do not postpone investigat- 
ing our money- making proposition, the result of twenty-nine 
years of experience in making and selling irons. 


The Dover Manufacturing Co., Dover, Ohio 


Largest exclusive Iron Manufacturers since 1899 





The Iron of a Lifetime— 
for a Lifetime 


JOomdnco 


7, ELECTRIC IRON THAT WILL NOT BURN OUT! 
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CHICAGO 





A Monthly Chat 
With 
Jobbers’ Salesmen 


by Trumbull Tem. 





DESIGN 


Customers are obtained—and retained—by QUALITY of the 
goods, SERVICE to the customer, COST of the goods, INFLU- 
ENCE of personal contact. 


These four factors—Quality, Service, Cost and Personal Influ- 
anes all necessary to balance the marketing of a line of ma- 
terial. 
encing the effect of the other three. 


We take pride in being BALANCED; by giving each of the four 
factors the importance it deserves; and we enjoy a position 
worthy of your confidence. 


Let us speak for a moment on certain points that affect the 
quality of the switch. 


QUALITY depends largely upon DESIGN, for the best of ma- 
terials will fail in service if improperly proportioned or arranged. 


The DESIGN of “Circle T” switches is given the most careful 
study and nothing is presented to the trade except after ex- 
haustive tests. 


For instance: the shape of the handles on safety switches was 
adopted after determining the most satisfactory form, based 
on the experience of manufacturers of all kinds of machines oper- 
ated by levers, This resulted in a solid, substantial handle that 
naturally fits the hand of the operator and enables him to throw 
the switch with ease and sureness. 


The DESIGN of the entire box and operating mechanism was 
based on three objectives—SIMPLICITY—RUGGEDNESS— 


RELIABILITY. 


SIMPLICITY—Any wireman readily understands all its work- 
ing parts and can install it with speed and ease. Key slot fast- 
ening holes are placed in every box so screws can be put in 
before box is set. The interlocker is easily operated by a wire- 
man when necessary to inspect the switch in the closed position. 


RUGGEDNESS—Ample strength where needed, materials se- 
lected and tested for the particular uses to which they are put. 
Thickness of metal and all spacings and other measurements 
strictly conform to the exacting requirements of the Under- 
writers’. 

RELIABILITY—Every type of switch has to withstand many 
thousand cycles of operation; first, to detect possible mechan- 
ical defects and secondly, to determine if it will function prop- 
erly with 50% overload as demanded by the Underwriters’ 
Laboratory. 

“Circle T” Switches are not just so much slate, copper and iron, 
they are efficiently designed pieces of electrical control apparatus. 


Later we will talk with you on Service, Cost and Personal 
contact. 


THE TRUMBULL ELECTRIC MFG. CO. 
PLAINVILLE, CONN. 


NEW YORK PHILADELPHIA BOSTON SAN FRANCISCO 


No one of them can be slighted without adversely influ- 














lamp and lighting industry, but yet 
from the electrical fraternity—men 
who know all about the jobber’s sales- 
man’s job, but who cannot possibly be 
biased in favor of any one jobber. 
The judges are Ainslie A. Gray, ad- 
vertising counsel, Electrical Supply 
Jobbers Association; Franklin Over- 
baugh, executive secretary, Electrical 
Supply Jobbers Association; Law- 
rence W. Davis, manager, department 
of promotion and development, Asso- 
ciation of Electragists—lInternational. 

Each jobber’s salesman is given a 
Four Star Kit. This is a portfolio 
which opens like a brief case and 
when closed is tied with a tape. It 
contains everything from soup to nuts 
that the salesman requires in this con- 
test. In it is bound “The Prize Book” 
telling the rules of the contest, how 
the prizes may be won and illustra- 
tions of the prizes. Also bound in the 
kit is the “Four Star Book” which is 
intended for the lamp retailer as well 
as for the salesman. This book de- 
fines and explains the Four Stars. It 
illustrates just what may be done for 
profit under each of the Four Star ac- 
tivities, and it shows the nation-wide 
magazine advertising which the Na- 
tional Lamp Works is doing and what 
the agent may do to profit on the 
local value of this advertising. A 
copy of this book was sent at the be- 
ginning of the contest to every agent 
represented by jobbers’ salesmen par- 
ticipating in the contest. 

There is also bound in the kit an- 
other book called “100 Stories,” which 
contains honest-to-gosh experiences of 
retail agents in their own words on 
the use of window displays, lamp dem- 
onstrators, word-of-mouth selling and 
outside the store activities. The book 
is convincing because it is true, and 
when the jobber’s salesman reads a 
few of these testimonials to the lamp 
retailer who is cold with regard to the 
lighting business, the frost just nat- 
urally melts into warm enthusiasm. 

The kit is like a Christmas stock- 
ing—the more you take out the more 
there is in it. It contains a pocket 
deep and wide, in which the salesman 
finds his Four Star Coupon book. 
There’s a page for each lamp agent 
he handles and four coupons on each 
page for the four stars. He may 
write on this page the agent’s name. 
If the agent is a subscriber to the 
window service he tears out the first 
coupon and writes his own name and 
the agent’s name on it and sends it 
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TABLE SERVANTS 


The new numbers which tend to 
make your line of Hotpoint Table 
Servants more complete and attrac- 
tive to your customers than ever, are 











The New Hotpoint Toaster Tray 


Dealers everywhere will welcome the introduction of this new, 

handsomely designed and beautiful nickel-plated Toaster Tray. 

Whether you sell Hotpoint Toastover Toasters or not—there is 

a demand for Toaster Trays of this character which you can now 

satisfy. The ideal way to sell the Toaster Tray is to make a com- 

This New Toaster Tray bination display of Toasters and Trays, selling the attractive and 
No. 100Y41 practical set complete. The price on this new number is moder- 


ate and will appeal to your trade. 


And—This New Hotpoint Pancake 
Attachment for Waffle Irons: 


Catalog No. Y23P150 


Top View 


Thousands of Hotpoint Waffle Irons have been sold— 
simply as waffle irons. Since their introduction further im- 
provements have been made which broaden the scope of 
their use and service. This is represented by the latest at- 
tachment—the Pancake auxiliary iron pictured below. As 
a dealer you will quickly see the sales possibilities of this 
new Pancake Attachment. You can sell one with every 
Hotpoint Waffle Iron. You can sell one to every customer 
who already owns a Hotpoint Waffle Iron. The illustration 
above shows the application of the new attachment. 


The Hotpoint Sales Promotion Department will gladly co-operate with 
you in introducing Hotpoint Servants. Write today for particulars. 








The Hotpoint 
“Automatic” 


The Iron that is almost human 
Catalog No. 115F25 


The appearance and per- 
formance of this new “‘Auto- 
matic” is everything that 
could be expected of Hot- 
point. The current automat- 
ically cuts off only after the 
highest temperature is 
reached. A mere push of the 
control button is all that is 
necessary to restore service 
or ironing temperature. It is 
everything a Hotpoint should 
be, PLUS the automatic fea- 
ture every dealer appreciates. 


a 








EDISON ELECTRIC APPLIANCE CO., Inc. 


5600 West Taylor Street : Chicago, IIl. 
NEWYORK - CHICAGO - ATLANTA ; SALTLAKECITY + ONTARIO, CALIFORNIA 
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BOARDS 
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PIVE standardized types to choose from—each type 

neat in design—smart in appearance and scientifically 
built for greater protection in every day service—all are 
moderate in cost. 


We specialize in co-operating with architects and engineers 
who desire individual designs in panel boards that more 
directly harmonize with the decorative features of the 
building—dquick deliveries. 


Send us your specifications. 


RAGUE ELECTRIC WORKS 


Of General Electric Company 
Main Offices Branch Offices 
927 W.34"St.New York In Principal Cities 




















in to his home office, which chalks up 
a star for him. 

The advantage of the little book is 
that it always automatically shows the 
salesman where he stands. He can 
figure his percentage from it and the 
number of coupons remaining in the 
book indicates to him how many stars 
he must obtain to do a 100 per_cent 
job. Incidentally the book is a check 
upon the home office. If the standing 
they give a particular salesman does 
not check with his coupon book, there’s 
a mistake somewhere and the sales- 
man should call for a re-count. In 
the pocket of the kit is a sign which 
says, “How Are You Fixed for 
Lamps?” That is for the dealer to 
put up in his store to remind people 
of lamp needs, but more especially to 
remind himself to talk lamps to every 
customer. Post cards for ordering 
wall charts and signs; envelopes for 
sending in reports; and report forms 
—all are tucked in the pocket of the 
kit. And when the salesman has re- 
ligiously filled out the report form for 
each of his agents, he is bound to 
know a lot about any particular agent 
and his lamp business, and the con- 
test judges on reading the report will 
be able to estimate pretty thoroughly 
how good the agent is-and how much 
of this excellence is owing to the ef- 
forts of the jobber’s salesman. 

Each week a little newspaper of 
contest news and suggestions is sent 
to the jobber’s salesman. 

A letter or broadside folder is sent 
each week to every one of the lamp 
agents upon whom the jobber’s sales- 
man is working. During one week, at- 
tention may be called to certain parts 
of the Four Star Book which the agent 
already has. The next mailing may 
tell of the window service. One is de- 
voted to the demonstrator; another to 
good ways to open up conversation 
with customers about lighting and 
lamps; another to mail campaigns and 
personal calls, lantern slide advertis- 
ing, etc. In this way, every assist- 
ance that may be rendered at long 
range is lined up to aid the jobber’s 
salesman to put stars in his crown. 

Long after this contest is past and 
forgotten, the Four Star idea will be 
remembered. Just as the association 
of ideas enables one to remember peo- 
ple’s names or telephone numbers by 
means of odd mental pictures, the job- 
ber’s salesman and the lamp retailer 
are going to think of the Four Stars 
in the future every time they begin to 
think of profit in the lamp business— 
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electricity 


to your table 





Here is the new Electrical Convenience every Dealer wants! 


HUBBELL Triple-Outlet TableTap 


Big profits for your Dealers in these new 
Hubbell Triple - Outlet Table -Taps. 
People buy them on sight, because they 
provide three convenient Te-Slot outlets 
within arm’s reach. 


Made of strong black composition, backed 
with green baise. May be screwed to 
underside of table top if desired. Cord 


HARVEY HUBBELL 


ELECTRICAL gp 


BRIDGEPORT 


removed at will—cap fits Convenience 
Outlets. 


Dealers can increase their sales of appli- 
ances by making it more convenient for 
people to use them—with Hubbell Table- 
Taps. 


Write for copies of new circular No. 230 
—imprinted for your trade. 







No. 6900 Sold Complete in Handsome Carton | 


NN  ———————— 
ELECTRICAL SPECIALTIES 
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PROFITS 


“Red Spot’’ Hangers give your 
customers fifty cents to a dollar 
additional profit on each unit 
they install, because “Red 
Spots’’ are quick to wire and 
quick to hang. The con- 
tractor who buys “Red Spots’ 
from you can bid low on the job, 
yet make the same profit as higher 
bidders who figure on ordinary : 
hangers 


QUALITY 


The name WAKEFIELD has al- 
ways stood for the highest qual- 
ity. “Red Spot’’ Hangers 
are manufactured on a pro- 
duction basis and under 
particularly favor- 
able _ conditions, 
which makes their 
price low without 
sacrifice of Wake- 
field quality. 


CO-OPERATION RED 
SPOT 






























































RED 
SPOT 


“Red Spot” Hanger 
equipped with JEF- 
FERSON DORIC 
ALL-ONE glassware, 
making a very ef- 
fective and pleasing 
unit suitable for a 
wide variety of in- 
stallations. 


“Red Spot’’ Hangers are sold 


only through jobbers. Every de- “Red Spot” Hangers 
x Rags 7 are packed in car- 
tail of our proposition fits the job- tons, all parts care- 
’ . > fully wrapped and 
bers’ policy and requirements. checked, and the car- 





ton plainly labeled. 
Our packing system 


GOOD 
REASONS 








The F. W. 


WAKEFIELD 


BRASS COMPANY—Elberta Street, Vermilion, Ohio 


Factory Warehouse Stocks carried at 910-912 Howard St., San Francisco and 
236 S. San Pedro St., Los Angeles, by Geo. A. Gray Company, Pacific Coast Representatives. 

















they will start right off with the fun- 
damentals of successful lamp mer- 
chandising business. 

If not a nickel of present profit 
were to result from the Four Star 
Contest, all the effort would be worth 
while a hundred times over just to 
make these four stars stick—just to 
make them unforgetable. 

And if you don’t think that this 
fight for fundamentals is bringing 
profit now, why just put on your hat 
and go and talk to any Four Star Na- 
tional Lamp agent—he sure will tell 
you! You may know him by his Four 
Star certificate or diploma, framed 
and hung in the most prominent place 
in his store. It’s the “proudest thing 
he’s of”. 


& * * 
Allen of Coghlin Electric 
Promoted 

O. D. Allen, formerly manufac- 
turers’ agent in New York City, re- 
cently accepted the position of man- 
ager of the jobbing department of 
the Coghlin Electric Co., Worcester, 
Mass. Harry S. Darlington, who has 
been with the company for a number 
of years, is now doing sales work. 














We always wanted to be a salesman, be- 
cause all a salesman has to do is call his 
customers up on the ’phone in the morn- 
ing and go to the movies in the afternoon, 
and here’s the proof. How was the show, 
Bill? On the left is Bill Cresswell and 
on the right is his “side kick,” R. J. 
Young. They are with Crannell, Nugent & 
Kranzer, of New York City. 
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HALLOW 7umeres SWITCH 


What puts this Switch \ | . 
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Not mere shallowness. 
Something deeper than that.|7 


Perhaps, generally speaking, the name Hart & Hegeman 
puts it there. The feeling that the H & H mechanism is as 
preferable in a l-inch switch as in a deeper switch. 


The Shallow Tumbler hardly is offered as “something new’’ in The Line o/ Q 
Least Resistance. The trade knows its makers were pioneers in shallow switch construction. As 

far back as 1917, the H & H Shallow Tumbler may be remembered—‘‘old 3721’’—the first 
shallow switch on the market. But offered only in single-pole and three-way types. \. 


So well liked was this switch that the development of a complete line followed. 
And now Shallow Tumbler No. 8601 (with specially adapted mechanism) includes single-pole, 
double-pole, three-way and four-way types. 


| 
To Guide You in Getting Number 8601 ( 





—in the types you may need directly 


Just off the press is an informative, buying-guide folder for all of our friends who install, sell or “be 
specify switches. Besides containing the last word on tumbler types, it carries prices and - 
catalogue data you'll want for immediate use. A word will bring you a copy. 


THE Hart Go HEGEMANMraCo. HARTFORD.CONN. 
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Points of Excellence 


Your Customer Can See 


TRIE 
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Few buyers are impressed by 
TALK alone. Before he spends 
his good money, a_ customer 
usually wants to be SHOWN. 

That’s just what you can do 
when selling “UNION” Fuses. 
Take one apart. Let him SEE for 
himself its Points of Particular 
Excellence. Then mighty little 
talk will be needed to close the 
sale. 

Show him the specially heavy 
brass caps and ferrules, double 
the weight of those on many 
fuses. Point out the safety valves 
on the large fuses that permit the 
quick escape of otherwise destruc- 
tive gases. 
vanishing link, the center of which 
disappears completely in a blow. 
Tell him to note the distance from 
the metal parts of the point in the 
link which blows, thus eliminat- 
ing danger of their becoming 
fused or corroded by the heat. 
Show him the rivets which, in 
addition to the usual screw thread, 
hold the ferrules and casing rig- 
idly together. And ask him to 
observe the specially heavy, 
tough fire-resisting fibre in the 
casing. 

He'll see for himself the few 

parts and simple construction of a 
UNION Fuse. He'll appreciate 
—if he knows fuses—its remark- 
ably substantial, rugged construc- 
tion. 
He’ll come_to the conclusion, of his 
own accord, that the “UNION” is a fuse 
on which he can DEPEND and under- 
stand why the “Union” saves more than 
ANY other renewable fuse—and he'll 
give you the order. 

That’s the way it works out with other 
salesmen. That’s the way it will work 
out with YOU. And you can count on 
every purchaser of “UNION” Fuses 
thereafter as a regular customer for 
more of them. 


BY 
— 
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Our catalog will give you further interesting information. 


Write for a copy. 


CHICAGO FUSE MFG. CO. 


CHICAGO 





NEW YORK 


“e 86 
Tn heh a 


RENEWABLE 


USES 





"Rim Co. of America, 








Call attention to the - 









R. P. Oblinger 


(Continued from page 21) 


He has been really successful at 
both outdoor and indoor athletics. He 
used to play baseball with Roger 
Breshnahan, and still plays a good 
game, being official catcher for the 
E. S. J. A. team. As a golf player 
he ranks among the best in the Job- 
bers Association, which possesses 
some very good timber. 

Outside of his jobber associations 
and activities, Mr. Oblinger stands 
high in the councils of the Universal 
having been 
elected president of this organization 
succeeding C. E. Brown’ of Chicago, 
now Chairman of the Board. Among 
the prominent stockholders of this 
company who have from time to time 
bought in are such men as Chris. 
Litscher, of the C. J. Litscher Co., 
E. B. Kittle, of the Sprague Electric 
Works, Jack Terry, of the J. B. 
Terry Co., L. A. Schwab of the Mon- 
arch Electric & Wire Co., Scott Walk- 
er of the Varney Electrical Supply 
Co., Nathan Brenner of the Amer- 
ican Insulated Wire Co. and A. I. 
Appleton of the Appleton Electric 
Company. 

It is asserted that the affairs of 
this company, whose product is of a 
highly specialized nature, are in ex- 
cellent shape and that attractive re- 
turns to stockholders are expected in 
1923. It is not out of place, there- 
fore, to close by congratulating Mr. 
Oblinger upon his “raise” in this 
field and wish him success in the in- 


cumbency. 
* %& 


New St. Louis Jobber 


A new electrical supply jobbing 
company has been formed known as 
the Crown Electrical Supply Co., 
1007 Pine St., St Louis, Mo. Harry 
L. Crown, formerly of the Peerless 
Light Co., is the president and gen- 
eral manager. ‘The secretary of the 





) new company is Percy Werner. The 


company will cover Missouri and 
Southern Illinois, three city salesmen 
and two country salesmen being em- 
ployed. 

A well-selected line of electrical 
supplies will be carried also radio, 
washing machines and other appli- 
ances. No retail business will be 


undertaken. 

Some of their important suppliers 
are the Emerson Electric Mfg. Co., 
Russell Electric Co., Findley Porce- 





lain Co. and Rutenber Electric Co. 
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~ArrowjShallow Switch 
in 2 in. solid partition— 
metal lath construction. 











Your copy of this Manual 
is ready -- write! 


HE Arrow line of 1 inch 

switches and receptacles has 
been developed for two distinct pur- 
poses; first, to meet the need for 
proper electrical equipment in 2 inch 
solid partition and other installa- 
tions with limited space; second, to 
give adequate wiring room in 3 inch 
and 4 inch partitions. 

There is a complete line of 1 inch 
Arrow fittings now available, and a 
variety of 11% inch outlet boxes in 
which to house them. 


With this new development, 
proper electrical equipment; prop- 
erly located, is no longer a hindrance 
to the adoption of 2 inch solid par- 
titions. 


This manual tells the whole story, 
illustrates typical installations and 
gives complete, authoritative infor- 
mation, compiled by our engineers 
for your benefit. It is a hand book 
you cannot afford to be without. 
We will be glad to forward a copy 
on request. 


THE ARROW ELECTRIC COMPANY 














Hartford, Conn. 





The complete line of Wiring Devices 
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It’s Perfect! 


Note the new way of 
assembling the 


BULL DOG 
KNOB 


Made and Sold Under 
License United States 
Patent, Feb. 3, 1920 


The placing of the 
central bushing on the 
cap instead of the base, 
places it in a class by 
itself. 


You will be safe in 
recommending this 
knob and all of our 
products to your cus- 
tomers. Write us for 
any further informa- 
tion desired. 


Illinois Electric 
Porcelain Co. 


Macomb, IH. 




















An Advertised Jobbing Business 


(Continued from page 10) 


something of unusual interest to 
the customer. They are not likely to 
be thrown into the waste basket with- 
out being read. These letters are 
mailed out on an average of two a 
month. 

To supplement the sales letters and 
direct-mail advertising, the Parr Elec- 
tric Company regularly advertises in 
a number of the leading Metropolitan 
newspapers. So important does Mr. 
Parr consider his newspaper advertis- 
ing that he pays a premium of from 
50 to 100 per cent to have it placed 
in certain positions in the papers 
where he believes it will be noticed 
more quickly than otherwise. While 
no results in the way of inquiries can 
be traced from this newspaper adver- 
tising, at the same time he knows 
from his talks with the purchasers of 
electrical supplies with whom_ he 
comes in contact, that these advertise- 
ments are seen and read. 

He is of the opinion that this is 
one of the best forms of advertising 
done by his company, because it at 
all times keeps the name of the com- 
pany before the men who do the buy- 
ing, such as purchasing agents and 
other executives of the companies they 
serve. These men on their way to 
their offices in the morning or when 
homeward bound in the evening can- 
not but help to see the small-yet strik- 
ing advertisements of the Parr Elec- 
tric Company as they glance through 
their newspapers. While these adver- 
tisements are comparatively small, 
they are very distinctive and each one 


has a message of interest to pur- 
chasers of electrical supplies. 

The papers used are the New York 
Sun, Times and World, Brooklyn 
Eagle, Newark News, Journal of 
Commerce and New York Commercial. 

The Parr Electric Company was 
selected not long ago by the Newport 
News Ship Building and Dry Dock 
Co. to supply a large part of the elec- 
trical fittings and supplies for the 
reconditioning of the Steamship Le- 
viathan. 

While looking through some of the 
newspaper advertisements, I noticed 
that they played up very strongly the 
manufacturers’ products for which his 
company is distributor, and I asked 
Mr. Parr whether, from an advertis- 
ing standpoint, this was-a good thing 
to do,—that is, to advertise the manu- 
facturer. He replied: “In the first 
place, we handle only nationally 
known advertised merchandise and as 
we know these manufacturers have 
spent thousands, yes millions, of dol- 
lars in advertising these products to 
the consumer, we feel that by tieing 
up our advertising with these nation- 
ally known concerns we are getting 
far greater results than if we featured 
simply our own service. When you 
say Hart & Hegeman, Harvey Hub- 
bell, Trumbull, Crouse-Hinds, Bryant 
or mention the name of any other well- 
known electrical manufacturer, you 
are saying something. Practically 
every purchasing agent knows these 
lines and also knows that these names 
stand for reliable merchandise. 











“Batteries for today”—reading from left to right: B. E. Gilchrist, A. R. Giard, W. 


R. Kenrick and H. Brisbin, who are the pinch hitters when it comes to making home 


runs on the order books for the R. V. Pettingell Electric Supply Co., Boston. 
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De Veau Annunciators, 
Push Buttons, Etc., Manufactured by-- 


STANLEY & PATTERSON, 


250 West Street, New York INC. 
BRANCH OFFICES: 


BOSTON DETROIT CHICAGO 


Chas. R. Corcoran DeVeau - Bartling Doh - 
12 Pearl St. es 


Co. Co. 
81 Peterboro St. 730 W. Monroe St. 


LOS ANGELES SAN ANTONIO BUFFALO 
Clapp & LaMoree Kamp Haythorne Cc. K. Wyatt 
310 E. 4th St. 303 S. Pinto St. Mutual Life | Bldg. 


. ; — my BIRMINGHAM LOUISVILLE 
\ app & LaMoree W. H. Beaven E 
ome | ea Type ¥ 5 a> | 171 2nd St. Jefferson Co. Bk. —Z. _— 
‘at. No. - ’ “3 ‘ Bidg. Kenyon Bldg. 


DENVER PHILADELPHIA 
The Wesco Co., J. A. Vaughan 
Ine. Real Estate 
1156 7th St. Trust Bidg. 


SEATTLE HAVANA 
P. L. Hoadley <A. N. Rodriguez 
DeVeau Dircotery be . Seaboard Bldg. Abreu Bldg. 
Removable eighte i 
Felt-Covered Base Sur- PITTSBURGH 


face bt or “| Type ? Parke & Jaques 


Midget Push - No. 305 7th Ave. 
Cat. No. 5-A . mag 





CITY 
Raymond Acker- 


man 
Dooly Bldg. 





rt. 4 Push 
Cat. 112 


Surface Lamp Type 
0 
Cat. No. 457 





urface Type 
Gravity Annunciator 
Cat. No. 373 


Surface Type 
Wood—Golden Oak 


—Gravity 
Cat. No. 372 


‘‘The best that | 
money can buy”’ mn and ote. a 


Write for Bulletin No. 117 


DeVeau Circle Push 
Removable Weighted Felt-Covered 
Base 
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Above is a typical National Bracket installation. 
The four smaller illustrations show how the so11-A 
may be started in soft wood by stabbing, or hard 
wood by a mallet, then “driven home’’ with a 
screw driver inserted in the hole. Should an in- 
sulator break, the strong “‘U’’ bolt will hold the 


wire. 


National Brackets sell 
better because they are 


more durable— 
more economical— 
more practical— 
—and neater 















Besides, our extensive National advertising 
which reaches every buyer of brackets in 
the country makes easier your job of telling 
the prospect all the advantages of National 
Brackets. 


Always be prepared with plenty of the 
National Bracket literature we supply 
jobbers free. 













National Metal Molding Company 
1310 FULTON BUILDING 
PITTSBURGH 


ES NNN 
NATIONAL BRACKETS 


4 


















I then asked him how his salesmen 
felt in regard to the advertising, and 
he replied that they are all of the 
opinion that the letters, blotters, etc., 
which his company sends out are 4 
great help in getting them into com- 
panies where they have never been 
before. In other words, this advertis- 
ing is paving the way for the salesmen 
when they make their calls. 

He also said, speaking of salesman- 
ship: “When we started here we 
employed 12 to 15 salesmen and im- 
mediately began an elimination con- 
test. Now we have our sales force 
down to where we want it and each 
and every one of our salesmen is a 
real producer. At the beginning it 
was characteristic of many of our 
salesmen to go out and secure small 
orders from unreliable purchasers, 
and the transactions would be very 
unsatisfactory all the way through. 
Training salesmen to me is like train- 
ing a fox hound. When the hound 
is being trained he will see a rabbit 
and immediately start chasing it, and 
go and bring back the rabbit when he 
should have brought back the fox. 
Our salesmen have had to learn to 
forget the small, unimportant orders 
and unsatisfactory business and to go 
after only the large, worthwhile 
business.” , 

“Another thing we had to learn was 
the fact that in the meeting of compe- 
tition, price is the last thing to think 
about. This may sound strange, but 
it is true nevertheless in our business. 
It is the service we give that really 
counts. This has been proved time 
and time again.” 

That the policy of the Parr Elec- 
tric Company has been sound one is 
evidenced by the fact that the com- 
pany turned its stock ten times in 
1922. 

Another interesting thing he said in 
regard to.the advertising of manu- 
facturers’ trade names is that “hand- 
ling and advertising the nationally 
known manufacturers’ lines is an en- 
dorsement for Parr—like the mark of 


_ ‘Sterling’ on silver.” 


Mr. Parr has the faculty of gath- 
ering around him men of marked 
ability. Quoting again: “When we 
started here I wanted to get the best 
qualified and most capable purchasing 
agent in New York. I thought that 
Charles E. Merrill (who had been 
with the Manhattan Electrical Supply 
Co. for 23 years and who was their 
general purchasing agent) was by far 
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y a 


jobber’s salesman who 

presents a Benjamin product 

to his customer is bulwarked 

by an industry-old prestige as well 

as supported by continuous, wide- 

flung publicity threading through 

the trade and reaching out into in- 
dustry. 


For instance, the advertising pages 
reproduced here are hitting at the 
consciousness of men who are 
doing things, covering vast expend- 
itures for development, rehabilita- 
tion and resale. _ 


These advertisements appear in 
current issues of Electrical World, 
Journal of Electricity, American 
Architect, Architect and Engineer, 
Factory, Textile W orld, Association 
News, Journal of the Association 
of Iron & Steel Electrical Engi- 
neers, Electrical Record, Electrical 
Merchandising,Electrical Retailing. 
They break the ice, pave the way, 
open the doors and then stand at 
your shoulder. They constitute real 
support. If there is any special in- 
formation you would like on any 
of these products a word to our 
nearest office will bring you a ready 
response. 


a me 
BENJAMIN ELECTRIC MFG. CO. 


247 W. 17th Street 847 W. Jackson Blvd. 580 Howard Street 
New York Chicago San Francisco 
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Makers Of Things More Useful 
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’ Adapt-a-Lite 
PATENTE 


“The Most Convenient 
Lamp Ever Invented’’ 


The Adapt-A-Lite clamps, hangs or stands 
anywhere and the automatic reel provides 
just the amount of cord needed. When not 
in use, it is retrieved (like a window shade) 
and kept clean and unkinked in the spherical 
container. Ideal for writing, reading, sewing, 
shaving, etc. The extension model (without 
clamp and shade) is a perfect fixture for the 


Light where needed Pantry, closet, garage or basement. 


when sewing 
Adapt-A-Lite is by far the easiest portable 


" lamp to sell. A sample can be carried without 
N inconvenience and sales follow fast and profit- 
NY ably. 

















APPLETON ELECTRIC COMPANY 


General Offices and 
Factory 


1708 
Wellington Ave., 
Chicago 









Adapt-A-Lite 
For the dark cor- . 

ners of shelves Extension 
and drawers. 
The automatic reel 
holds and retrieves 10 
feet of clean, unkinked 
cord. A compact, rigid 
fixture when not ex- 
tended. Its conven- 
tence is worth many 
times its cost, $3.50. 


fe Adapt-A-Lite Portable 
angs, clamps, or 
stands anywhere, Complete with clamp $5.00 


es and shade, list 











i XN Moors 


Apapt-a-LiTE 


Reg. U. S. Pat. Off. 


THE HANDY LIGHT ON A REEL 

















the best man for this work and I 
secured his services, later taking him 
into the business as secretary of the 
corporation. A great deal of our suc- 
cess has been due to Mr. Merrill’s 
energy and loyal attention to busi- 
ness. 


“In the same manner I secured as 
sales manager one whom I considered 
the very best jobbing salesman in 
New York City. It was universally 
conceded by the trade that John D. 
Goodliff was the banner salesman in 
our line in New York, and we, there- 
fore, made every effort to secure Mr. 
Goodliff’s association with us as sales 
manager. 


“My brother who manages our New- 
ark branch was trained in the Balti- 
more Polytechnic Institute, Southern 
Electric Co., of Baltimore, Elliott- 
Lewis Electric Co. of Philadelphia, 
Western Electric Co. of Chicago and 
the Franklin Electric Mfg. Co. of 
Hartford. He enlisted at the out- 
break of the war and served over seas 
for a year and a half, starting in 
this business with me as soon as he 
was discharged.” 


It is generally conceded that the 
hobbies of a man are more or less of 
an index to his character. Mr. Parr 
has three—reading, horses and swim- 
ing. He has made a special study of 
Spanish literature and history in the 
past 20 years. Until he came to New 
York he had never been without a 
riding horse since he was a very 
small boy. When he was shipping 
clerk of the Electrical Material Co. 
and had to open up at seven o'clock 
every morning, he made it a practice 
to get in two hours of riding before 
going to work and that is how he 
learned to get up early, and since then 
has always had the habit of getting 
out of the house by 5 A. M. either 
for work or exercise. Even when he 
was on the road with the Hart & 
Hegeman Mfg. Co., sometimes being 
absent for two months at a time, he 
kept a saddle horse at a stable near 
the factory, and whenever he was on 
his trips generally managed to bor- 
row or hire a horse. In the same 
manner, the other pastime of swiming 
was constantly indulged in, and a pool 
soon located wherever he might 
be—as soon as he settled at Warren 
street it was the good pool in the 
basement of the Woolworth building. 
He swims there practically every day, 
both winter and summer. 
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PETTINGELL-ANDREWS COMPANY 
ELECTRICAL MERCHANDISE 
BOSTON 





FRANK H. STEWART ELECTRIC So. 


OLD MINT BUILDING 
37 & 39 NORTH SEVENTH STREET 
PHILADELPHIA 


RIC, 


Lie? 





GEO F SCHOEN 





Guan Souenn aucune Go, 


INCORPORATED 


ELECTRICAL JOBBERS 


ATUAN AA, Gar, 


IPenrce Eaalaiy’; Qonpannr 








430 PENN AVENUE 


MATSBURGIL, Ess, 


iieastiniadl Loom 
‘ AMERICAN WireMoLD CompANy 









ig OBERTS 1 


HIL.G.RoBerts papel ; Sepery Co. 


'svmacuse.nv! ian en 


LAQELPHIA 
101-5 RACE STREET 


‘Peunapetpana,Pa.February 2nd,1921. 





Some of the 
many satisfied 
Distributors 
and Users of 


Wireoucr 


**Coil-To-A-Box” 


HARTFORD,CONN. 
Originators of the single coil box 





FLECTRIC 


mectzjonGupptien 


933-935 Liperty Avenue 
PITTSBURGH,PA. 


Mette Electric Company 


W. F. METTE, Prornicror 


ELECTRICAL CONTRACTING 
Fixtures, Lamps and Appliances 


Estimates Furnished 





PHONE 667-w 


c 
Iron Mountain, Mich... /7< 2. _e4 | 


Cc. E. SMITH 


Electrical Contractor 
Agent for all kinds of ELECTRICAL FIXTURES and APPLIA 


‘Estimates Furnished Repail 
° 1042 WILLOW STREET 


— , Norristown, Pa. my — 24 


G. £. Whitten 
Electrical Gantrartor 


Nattonal Bark, N. 3. 








D cor Bin 














THE BAINES ELECTRIC SERVICE COMPANY 
THE GHOP ELECTR*C 
24 SOUTH EIGHTH STREET 
Prome Wasaen 7 


TERRE HAUTE. INDIANA. 


January 24, 1925 


Advance Electric Company, 
Terre Heute, Indiena. 


Gent lemen :) 


We are writing you to edvise that we have used 
Wireduct Loom for a long time. Beck about a 
year ago we received considerable complaint from 
our wiremen with regard to the loom which we were 
buying. We sent out to find a better class of 
loom, and after trying several different kinds we 
finally decided thet Wireduct was what we were 
looking for. 


Our wiremen ceased complaining es soon as Wireduct 
wes edopted. It was easy to fish wire through this 
loom, end we found the package in which it was 
shipped very setisfactory indeed. Our Mechanics 
ere ell boosters for Wireduct. We ere pleased to 
sey thet we ere using it a 1 


Very truly yours, 


The Baines ric Service Co. 
B/LD : 





CE eerrel eh ET TR 
minadunck ok Lave 
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Amid Syncopated Melodies 


A step from Michigan Avenue on Van 
Buren Street stands the Steinway Hall 
Building—a Mecca for musical students of 
Chicago, and on the ground floor is the store 
of the Conn Chicago Company, purveyors 
of the famous Conn Band _ Instruments. 
Here at most any hour of the day one may 
hear some musician “‘trying out” his pet 
syncopated melody on a new Conn Instru- 








ment. 
Wherever you go, whether 


i i to church, club. offi 
A glance through the store windows will to church, club, office, or 


reveal several No. 30114 Denzars flooding your deaters todo. like 
° . . ° vise. t wil -al 

the room with soft, evenly distributed light. lighting prospects" for 
= x them—create new fields 

Even on bright days one will find the Den- for sales—and let the 
world know that they 


zars lighted because the management real- a 


izes that band instruments sell easier under 

adequate lighting and not even a passing cloud is permitted to 
hamper a sale. 

While the Conn Chicago Company store is typical of thousands 
of Denzar installations it represents another class of stores where 
Denzar lighting is thoroughly appreciated. Are you as a jobber’s 
salesman making the most of Denzar in your territory? Some 
dealers lack the initiative and sales vision to develop commercial 
lighting prospects, while others simply need to be encouraged 
to greater efforts. Among these you should devote your best 
energies. They will become a faithful following and enhance 
the jobbing advantages of Denzar. 


BEARDSLEE CHANDELIER MFG. CO. 


218 S. Jefferson St., Chicago, Ill. 














Southern Electric Opens Nor- 
folk Branch 

The Southern Electric Co., Balti- 
more, Md., recently opened a branch 
house at 251 Bank street, Norfolk, 
Va., in charge of P. R. Metcalf. This 
will enable them to serve their trade 
better in that territory. They have 
recently taken on the Albert Whale 
line of fixtures and at the main of- 
fice and salesroom in Baltimore have 
furnished a very beautiful fixture dis- 
play room where the contractor can 
bring his customers and let them pick 
out the types of fixtures that are to 
their liking. 


oe 22 


Marks With the Reiman 
Company 

L. E. Clark, vice-president of the 
Reiman Wholesale Electric Co., Los 
Angeles, Calif., calls attention to an 
error in our March issue in connection 
with the description of the play staged 
in Los Angeles. J. G. Marks, of the 
cast, is with the Reiman company, in- 
stead of with the Western Electric 
Co., as stated in the article. 

















For the benefit of those who are lying - 
in wait for him, as well as those who 
know and like him, we reproduce the 
likeness of W. W. Dancy of the Man- 
hattan Electrical Supply Co., St. Louis, 
known from Paris, Ill., to Oklahoma City 
as “Wild Bill”, Bill has traveled Okla- 
homa for the above firm since 1916. 
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The Catalogues that are Being 
Built for the Leaders 


The solid worth of the forthcoming Donnelley series of electrical supply cata- 
logues will be indicated by the names of the jobbers that will appear on the 
covers. 


The jobbers who become the leaders in an industry are those who look beneath 
the surface to fundamentals in values, and who.would no more think of award- 
ing contracts for the building of their catalogues on the indefinite basis of 
mere quotations on “a 500-page catalogue,” than they would think of award- 
ing a contract for a year’s coal requirements on the basis of quotations on “10 
truck-loads of coal” without knowing how many tons each truck contained— 
and what the quality of the coal was. 


Can you afford to buy your catalogue representation less carefully than you 
buy your coal? : 


No part of your investment in sales promotion sustains so close a relation to 
your profits as the money you invest in your catalogues. And the difference 
in cost, if any, which secures the best catalogue representation is the most prof- 
itable part of your investment. 


It is worth remembering in this connection that Donnelleys are not asking a 
single manufacturer to pay for a page, but are building the catalogues entire- 
ly from the jobbers’ standpoint, keeping in mind that the jobber should have 
exactly the same freedom in selecting the articles to appear in his catalogue as 
he has when he buys the goods themselves. 


Only a limited number of editions can be built during the coming year. Con- 
tracts will be entered in the order in which they are received. 


We shall welcome the opportunity of having one of the members of this depart- 
ment go over your requirements with you, without obligation. 








R. R. Donnelley & Sons Company 


Jobbers’ Catalogue Department 


731 Plymouth Court Chicago, Ill. 
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Radio Helps Central-Station 
Load 
By M. M. Valentine 

Should radio material and sets be 
handled by our central stations as an 
electrical appliance or is their place 
in electrical stores and the toy de- 
partment of our dry goods stores? 

From the standpoint of appliance 
sales it is significant that radio holds 
unusual possibilities to create a firmer 
relationship between the public and the 
electrical dealer. All classes, all ages, 
have succumbed to the popularity of 
radio and are daily anticipating im- 
provements in its development. And 
they are keeping pace with its de- 
velopment by their readiness and de- 
sire to “try out” such improvements as 
come to their attention. The high peak 
will drop off radio sales, but its gen- 
eral contour will straighten out to sat- 
isfactory profits and good turnover. 

Though somewhat of an asset, a 
special radio salesman is not a neces- 
sity inasmuch as the market is flooded 
with radio books of all sorts, prices 


and descriptions, and through these the 
radio buyer learns and decides his 
wants. Every catalog, every news- 
paper offers suggestions and wiring 
diagrams to the experimental builder. 
Statistics show that 60 percent of 
all radio receiving sets in use are 
home constructed. In other words, the 
books, newspapers and radio inform- 
ists have done much to eliminate the 
need of a radio salesman or a radio 
service department. 

A radio set is a line loader! Sta- 
tistics prove that the owners and users 
of radio receiving sets have increased 
their monthly current bills 25 to 200 
percent. The manufacturer of small 
battery charging rectifiers have more 
than doubled their output within the 
last 12 months, indicating thereby a 
new field for current consumption in 
the home. 

We are not required to be a laundry- 
man to sell washing machines, nor a 
cook to sell toasters; then why must 
we be a radio wizard to sell receiving 
sets? 





Hoover Calls Radio Conference 


The radio bill which was passed by 
the House of Representatives in Feb- 
ruary, died in the Senate. The House 
then passed a resolution, a few hours 
before the session closed, directing the 
Federal Trade Commission to inves- 
tigate and report to the next Con- 
gress, regarding the control of radio 
patents. Secretary Hoover, because 
of failure of the bill, reassembled the 
radio conference held a year ago, to- 
gether with some additional members, 
to investigate what temporary meas- 
ures can be taken to lessen the 
amount of interference in broadcast- 
ing. The meeting was on March 20. 


* * * 


Annual Report of Common- 
wealth Edison Broadcasted 


Samuel Insull, president of the 
Commonwealth Edison Co., Chicago, 
sent out by radio the formal proceed- 
ings of the stockholders’ meeting 
which was held Feb. 26. There was an 
attendance of approximately 1500 








The above is an interior view of a radio broadcasting station 
owned by the Waco Electric Supply Co., Waco, Tex., and 
A distance record of more than 


operated by Paul Deeley. 








ordinary interest was established by this station. 
president of the company, received a letter from 
stating that WLAJ had been clearly heard there. 





M. T. Bell, 
Lima, Peru, 
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Sold unmounted or 
with standard 
coil plugs 





Seventeen sizes between 20 and 1500 turns. Sold unmounted or mounted on Remler coil plugs which fit any standard 
coil mounting. 


Use GIBLIN-REMLER 
INDUCTANCE COILS 


For Maximum Signal Strength With Minimum Intereference 


D= to their special features of construction, GIBLIN- 
REMLER INDUCTANCE COILS have MORE INDUCT- 
ANCE, less DISTRIBUTED CAPACITY, and a LOWER 
HIGH-FREQUENCY RESISTANCE than any other coil, 
of an equal number of turns, on the market. These are the 
three features essential in order to obtain MAXIMUM 
SIGNAL STRENGTH, and MINIMUM INTERFERENCE. 

In any receiving set it is always necessary to tune one or 
more circuits to the frequency of the incoming wave. This 
is done by adjusting the inductance and capacity of the cir- 
cuit so that it will have no impedance to an alternating cur- 
rent of that particular frequency. Then, the only resistance 
to the incoming signal is the high-frequency resistance of the 
coil. This high-frequency resistance, which depends on the 
direct current resistance and type of winding, is lower in the 
GIBLIN-REMLER COIL than in coils employing any other 
form of winding. 

This is explained largely by the fact that resistance is 
directly proportional to the length of the wire. In the GIB- 
LIN-REMLER COIL all of the turns are parallel and the 
turns in each layer are wound close together, hence it requires 
fewer turns, less wire, and lower resistance to obtain a given 
inductance than with any other type of winding. 

The LOW DISTRIBUTED CAPACITY of the GIBLIN- 
REMLER COIL is a big factor in obtaining MAXIMUM 
SIGNAL STRENGTH and MINIMUM INTERFERENCE. 
In a vacuum tube detector circuit the signal strength depends 
on the potential difference between the grid and filament of 
the tube. In a coupled circuit receiver the secondary coil is 
connected to the grid and filament of the detector tube and 
literally supplies this potential difference. Its distributed 
capacity, that is capacity between layers of the coil, tends to 
short-circuit the coil and reduce the potential difference at 


the terminals. This is particularly true in the case of the 
very high-frequency current encountered when receiving 
the short wave lengths, that is, wave lengths between 200 and 
600 meters. The amount of this loss depends upon the amount 
of capacity and potential across it. Capacity always decreases 
with an increase in the distance between two conductors. In 
the GIBLIN-REMLER winding the layers are spaced with 
a cotton yarn of high dielectic strength in such a manner as to 
not only reduce the total distributed capacity but also to make 
it a minimum at the point of greatest potential difference 
between layers. 

A sharply tuned circuit is one that has an extremely low 
resistance to a current of the particular frequency to which 
it is tuned, and a high resistance to currents of all other 
frequency. In any receiving circuit there are two kinds of 
resistance—one, the straight high frequency of the coil, and 
the other, the resistance caused by the impedance of the 
coil and the condenser used with it. The first remains fairly 
constant over a small range of wave lengths. The second 
resistance is zero at one particular wave length and increased 
as the wave length varies in either direction; hence, it is 
easily seen that when the inductance of the coil is extremely 
high in proportion to the high-frequency resistance, which is 
the case in the GIBLIN-REMLER COIL, the circuit in 
which it is used may be made to have practically no resistance 
to signals on one particular wave length, and yet have a pro- 
portionally high resistance to signals on all other wave lengths. 
This condition, which is always obtained in circuits using the 
GIBLIN-REMLER COIL results in a SHARPLY TUNED 
CIRCUIT, that is, one giving MAXIMUM SIGNAL 
STRENGTH on the desired wave length, with a MINI- 
MUM OF INTERFERENCE from signals on any other 
wave length. ° 


Write for price list and table of constants and complete information regarding these coils. 


Send 10c for new 40-page Remler Catalogue containing circuit diagrams for Remler Apparatus and 
other useful information, including a table of inductance, capacity and wave length. 


The Remler Technical Bureau is at your service. Address your problems to Dept. S. 


REMLER RADIO MANUFACTURING. COMPANY 


Factory and Home Office Z 
248 First Street, San Francisco, Cal. 


Eastern Sales Office 


154 W. Lake Street, Chicago, Ill. 
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stockholders at the meeting, in addi- 
tion to a radio audience of unknown 
proportions comprising stockholders, 
customers and any others who cared 
to “listen in.” The proceedings of the 
meeting were broadcasted from the 
Westinghouse Electric & Mfg. Com- 
pany’s radiophone station on the Edi- 
son building. 
* * * y, 
Tips on Receiving 

Never try to share your aerial with 
another fellow. It will not work. 
This applies to both outdoor and in- 
door antenna. If you have to share 
the aerial, disconnect one set while 
the other is in use. 

Don’t expect too much of your in- 
door loop or frame aerial. 

Ether, upon which electromagnetic 
waves are said to travel, permeates 
all substances, excepting possibly iron 
and steel, as easily as it does air. 

If you want to shut out reception, 
throw your switch and disconnect 
your set from the antenna circuit. 

We speak of the detector tube as 
oscillating when it is regulated to 
receive signals at maximum audibility. 
In this oscillating it throws off .a 
small amount of energy which leaks 
through the receiving set into the 
These signals, thrown off by 
those 


aerial, 
the aerial, will be heard by 
nearby who may be tuning in to the 
same wave length. This is a great 
source of annoyance and it requires 
skill in tuning to avoid it. 

The problem of tuning in to the 
best advantage is one that each fan 


will have to work out for himself— 
by simply varying his dials until he 
discovers the selective spots. You 
may see a set receiving very satisfac- 
torily at a friend’s home or in a store 
and note the position of its dials, but 
if you try to make exactly the same 
arrangement on your own set it may 
not work. It all depends on the loca- 
tion of the receiving station, the height 
and length of the aerial, the length 
of the lead-in and the size of the wire 
used. No rules can be laid down for 
tuning. 
* *% * 
Points on Charging. Radio 
Batteries at Home 


While there have been some very 
successful receiving sets developed, 
operating on dry cells, the great ma- 
jority of those in use, and likely to 
be sold in the future, require a stor- 
age battery for heating the filament 
in the detector and amplifying tubes. 

The maintenance and _ re-charging 
of this storage battery has proved the 
bugaboo which has prevented many a 
radio fan, not familiar with the facts, 
from buying or making a real receiv- 
ing set with several stages of radio 
or audio amplification. There is no 
real reason, however, for this feeling, 
as any storage battery of reputable 
make will last for several years in 
redio service without any attention or 
trouble excepting the addition of dis- 
tilled water from time to time and re- 
charging when exhausted. 

It is quite inconvenient and expen- 
sive to lug a storage battery to a 














We offered this group from the Western Electric Co., Oklahoma City, supply 


department, a chance to “stand in” with the cashier, Miss Alma Bellamy. 


Left to 


right: H. E. Dorn, sales department; I. Villines, warehouse; Dwight Chapin, elec- 
tragist ; S. B. Hardin, salesman; Miss Bellamy; O. R. Krueger, electragist; C. F. 
Irwin, of George Richards & Co.; R. G. McCurdy, manager; C. N. Baldwin, service 
department; P. L.. Maddox, warehouse foreman, and J. M. Hughes, order department. 
Note Miss Bellamy keeps her hands in her pockets while in this crowd. 





service station every time it requires 
re-charging, which, in the case of a 
receiving set employing several bulbs, 
may be once every week. Fortunately, 
however, there are many makes of 
battery chargers on the market re- 
tailing at a popular price, which en- 
able the radio fan to charge his 
battery at practically no expense, 
and without removing it from the re- 
ceiving room. 

While many of these devices re- 
quire some electrical knowledge for 
their successful operation, the ma- 
jority of them are extremely simple in 
the construction, and can be success- 
fully operated by any one. 

In the purchase of such a rectifier 
it is important that the buyer consider 
the following points: 

Whether the rectifier is of the 
type that may be connected either 
way and always charge. Otherwise, 
it requires considerable knowledge 
and skill to determine the proper bat- 
tery and rectifier polarity. Should 
the battery be connected the wrong 
way, it is likely to be seriously 
harmed through reverse charging. 

With a charging rate of 5 amperes 
or more any battery of 80-ampere- 
hour or less capacity may be fully 
charged overnight. Where a lower 
charging rate is employed a corres- 
pondingly greater time is required. 
For instance, with a rectifier deliver- 
ing but 2 amperes about 50 hours’ 
continuous operation is required to 
fully charge a battery, during which 
time, of course, it is impossible to use 
the receiving set. 

The National Board of Fire Under- 
writers is becoming more strict in 
the enforcement of rules covering the 
use of only approved electrical ap- 
paratus. Any rectifier having ap- 
proval has been carefully tested and 
possesses practically no fire hazard. 

A new storage battery should al- 
ways be given an overnight charge 
before being used, since it is more 
than likely several months have 
elapsed since the battery left the fac- 
tory. 

Maximum receiving range and 
strong, clear signals are obtained 
test when the battery is fully charged. 
If the specific gravity of battery is 
below 1200, as shown by a hydrome- 
ter, it is best to charge the battery 
evernight. It will then possess maxi- 
mum power, be ready for a long pe- 
riod of use, bring in the signals 
stronger, and increase the receiving 
range of the set. 
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New Radio Products, Illustrated 








The Heath Radio & Electric Mfg. 
Co., 206 First street, Newark, N. J., 
is introducing its “Radiant” variable 
condenser, which is “built like oa 
watch,” with vernier attachment. It 
permits sharp tuning with great ease 
and accuracy and will give excellent 


The Coto-Coil Co., 87 Willard avenue, 
Providence, R. I., has brought out its 
“Cotogrip” vacuum-tube socket with a 
2-way bayonet joint by which a double 
grip of the contact pins can be secured. 
Hard rubber insulation is used and 
space requirements for mounting are 





A radio set of the console type has 
been developed by the Radio Corp. of 
America, 233 Broadway, New York 
City. It is a self-contained unit and 
contains a regenerative receiver, a de- 
tector, two stages of audio frequency 








service under all conditions. The new 
shaft binder permits of proper tension 
on rotor and vernier shafts. Separate 
adjustments may be made if desired 





cut to a minimum. 


amplification, a loud speaker and _ is 
provided with jacks for plugging in 
head telephones for the reception of 
distant signals 

















Toledo, 
Ohio, manufactures the “Build-Up” condenser using mica as 


Charles Schindler, 1401 West Delaware avenue, 
the dielectric, and copper foil. The “Build-Up” condensers 
have been used in small transmitting sets using voltages as 
high as 1,000 volts. A rubber gasket (with fibre sheet be- 
tween the rubber and copper plate) inures an equal distribu- 
tion of the pressure over the entire surface of the plates 
Each mica plate with the alternate copper foil plates 
connected to the binding screws has a capacity of approxi- 
mately .0002 mfd. By adding more plates of mica and 
copper foil, the condenser may be built up to a capacity of 
.005 mfd. A grid leak unit consisting of a grid leak resist- 
ance deposited on a fibre plate may be placed on the top 
of the pile of copper and mica plates, with the resistance 
side down, so as to make contact with copper plates near 
the screws, 











A variocoupler of the 180-deg. variation type has been 
placed on the market by the Aladdin Mfg. Co, Muncie, Ind. 
The primary is wound on a bakelite tube 4 in. in diameter 
and 8 in. high, the secondary rotor is made of hardwood. 
The rigid bearings are reinforced with springs to assure 
perfect contact, and the variocoupler has a tuning range of 
150 to 700 meters. 























The Globe Phone Mfg. Co., Reading, Mass, has produced 
what is termed a cabinet loud speaker, which resembles the 
reproduction box of a cabinet phonograph. The cabinet is 
mahogany with a highly polished finish and has a scroll-work 
front with a silk lining. No extra power from batteries is 
required, the loud speaker connecting to the receiving set 
the same as head phones. 















































Type TB 

FF ise 22 Fo 110 Volt 

BoosTeR Radio"B’ Battery 
Charging “B” storage batteries of 22 to 100 volts from 
alternating current can be easily, economically and cleanly 
done with the type “TB” mechanical rectifier recently added 


to the line of “F-F” battery boosters made and marketed by 
the France Mfg. Co., Berea road and West 104th street, 


Cleveland. Any group or lead of Edison cells equivalent to 
22 to 100 volts can be charged in series at the same time. 
The current rate is regulated by an ordinary Tungsten lamp 
screwed into socket shown on rectifier. Usually a 60-watt 
lamp meets the requirement. A “B” storage battery is 
charged by first disconnecting it from the receiving set. 
Clips supplied on ends of battery cords coming from rectifier 
are snapped on battery terminals—positive to positive, neg- 
ative to negative—no chance for reversed currents. The 
extension cord is then plugged into any lamp socket. 
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New Radio Products, Illustrated 














A device for charging “B” batteries, 
to be used as an attachment to the 
“Tungar” battery charger, has been de- 
veloped by the General Electric Co., 
Schenectady, N. Y. The “Tungar” was 
devised for charging “A” batteries, and 
so many requests for something that 
could be used for charging “B” bat- 
teries were received that this attach- 
ment has been developed. It consists 
of a small porcelain spool wound with 
resistance wire and enclosed in small 
sheet metal box, which can be hung on 
the side of the “Tungar.” Two con- 
nection leads come from the resistance, 
one going to the “Tungar” and the 
other (the longer) to the positive pole 
of the “B” battery. It can be attached 
in a few seconds, and without any diffi- 
culty. 




















To facilitate radio work with plug 
and jack devices, the Pacent Electric 
Co., 22 Park place, New York City, 
offers its new “Pacent” universal plug. 
No tools are required to attach the 
cord tip to the plug connectors, as it 
is only necessary to insert the tip in 
the hole provided in the spring con- 
nector and then move the connector 
slightly so that the cord tip can be 
slipped into the slot provided therefor 
in the shell of the plug. This holds the 
clip in a state of tension so that it bites 
right into the cord tip. 























A late addition to the line of radio 
essentials is the “Pacent” rheostat 
marketed by the Pacent Electric Co., 
22 Park place, New York City. It isa 
combination instrument, serving equally 
well as a panel-mounted instrument, or 
as a laboratory instrument’ when 
mounted on a table or board. It has 
a winding of special resistance wire 
held rigidly and permanently in place 
on an insulating core which will not 
warp. It is equipped with three bind- 
ing posts, which permits “turning up” 
in a clockwise direction when either 
panel- or table-mounted. 








The Novo Mfg. Co., 424 West 38rd 
street, New York City, offers to the 
trade a, complete line of “B” batteries. 
The latest and most improved type of 
Novo “B” battery is equipped with 
composition knobs and a 7-in. copper 
wire battery connector for the purpose 
of connecting the batteries in series. 











Comprising two stages of audio fre- 
quency amplification and a detector 
tube, the “Model AA-1400” amplifier 
has recently been brought out by the 
Radio Corp. of America, 288 Broadway, 
New York City. One of the features of 
this unit is the filament control system 
employing three vacuum tubes, which 
are furnished with separate rheostats, 
enabling the operator to obtain individ- 
ual stage control. 











A rugged, compact and efficient unit 
for crystal or vacuum tube reception 
is the “Model AR-1300” radio receiver 
developed by the Radio Corp. of Amer- 
ica, 283 Broadway, New York City. 
This unit is of the single-circuit type, 
with a variable air condenser, arranged 
to operate an automatic switch which 
changes the inductance in the circuit. 
It is suitable for all types of radio sig- 
nals over the wave length range of 180 
to 700 meters. 








A new variable condenser has been 
designed by the Brockway Laboratories 
Co., Toledo, Ohio. It is of unique con- 
struction, uses mica dielectric and 
all high resistance contacts are elimi- 
nated. The only contacts in the con- 
denser are between the binding posts 
and the two bronze plates. This makes 
for increased signal strength, because 
it reduces the internal resistance of the 
condenser. The “Brockway” variable 
condenser has a lower minimum capac- 
ity than many 238-plate condensers, and 
can be used efficiently to replace any 
11 to 45-plate condenser in a receiving 
circuit. Each condenser is tested to 
stand 500 volts. 








Designed to keep losses at a mini- 
mum, the “Manhattan” genuine bake- 
lite variocoupler was recently devel- 
oped by the Manhattan Electrical Sup- 
ply Co., 17 Park Place, New York City. 
The primary is provided with 12 taps, 
giving complete control up to a wave 
length of 700 meters. 
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Magnavox 
Products and Policy 
HE one line on 


which you can 
always rely to “break 


the ice” with the 
Radio Dealer, is 
Magnavox. 


We want you to 
know the details of 
Magnavox Sales 
Promotion Service— 
the most extensive 
and carefully consid- 
ered sales coopera- 
tion in the Radio 
field. Write for our 
publication TH E 
MAGNAVOX. 


R2 Magnavox Radio 
(With 18-inch horn) . 


This instrument is in- 
tended for those who wish 
the utmost in amplifying 
power; for clubs, hotels, 
dance halls, large audiences, 
etc. It requires only .6 of 
an ampere for the field. 


Price $60.00 


R3 Magnavox Radio 
(With 14-inch horn) | 
As illustrated 

The ideal instrument for 
use in homes, offices, am- 
ateur stations, etc. Same 
in principle and construc- 

tion as Type R-2. 
Price $35.00 


Model C Magnavox 
- Power Amplifier _' 
As illustrated 


For use with the Mag- 
navox Radio and _ insures 
getting the largest possible 
power input. 

2-stage, $55.00 
3-stage, $75.00 


The attractive Magnavox 
advertisement reproduced on 
the right of this column, ts 
running in April publica- 
tions whose combined circu- 
lation is more than five mil- 
lion. 
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hat matters baa weather 


ADIO’S “‘every-hour-every-where” broadcast 

schedule is the most stupendous organiza- 

tion of the means of entertainment the world 
has ever witnessed. 


So responsive have people been to the oppor- 
tunity of enjoying these programs at their best 
that Magnavox equipment has become synony- 
mous with the full enjoyment of radio music 
and speech for an ever-greater circle of satisfied 
users. 


Magnavox Products can be had from good dealers every- 
where. Our interesting new booklet will be sent on request. 


The Magnavox Co., Oakland, California 
New York: 370 Seventh Avenue 


[AGNAVOX 


Radio 
The Reproducer Supreme 











- when Radio entertains ? 
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DEALER HELPS 
that help dealers! 


The inerchandising plan for the 
3radleystat includes an attractive 
Bradieystat carton, a counter 
demonstrator in six oil colors, 
folders and complete window trim 
and many other valuable features 
that help dealers to sell 


B 





REGISTERED 


U S DAT. OFF. 


PERFECT FILAMENT CONTROL 


The powerful display advertising cam- 
paign has been carried on in the lead- 
ing magazines for over a year. Today, 
“Bradleystat” is not only a by-word, 
but also a buy-word in radio. 

The Bradleystat sales campaign recog- 
nizes the jobber to the fullest extent. 
It will pay you to investigate the sales 
plan which is bringing tremendous 
ready sales to jobbers and promote 
Bradleystat sales among radio dealers. 





492 Clinton St. 


MILWAUKEE, WIS. 


Give this to your Secretary 


SRWBN’ABWBWBBBWBVBVBVRBBREREREEEEEEE EES 


Write, today, to the Allen-Bradley Co., 
492 Clinton St., Milwaukee, Wis., and 
ask them to send me, for my personal 
attention, an outline of their sales 
campaign for the Bradleystat, and ask 
them to explan their method of co- 
operation with progressive radio job- 
bers. 


Also ask them to send me information 
about the Bradleyometer, the perfect 
potentiometer and also about the 
Bradleyadapter for WD-11 tubes. 


Be sure to get this letter off, today. 


REGISTERED VU S. PAT OFF. 


PERFECT FILAMENT CONTROL 














Fundamental Principles of Radio 


Communication 
By C. M. JANSKY, Jr. 


Assistant Professor of Electrical Engineering, University of Minnesota. 


[To handle the sale of radio equipment necessitates an understanding of the 


practical applications of the theory on which it operates. 


With that pur- 


pose in view, THe Jopser’s SaresMAN is publishing a series of articles by 
Professor Jansky, who is a recognized authority on the subject and who is 
again a member of the U. S. Radio Telephone Conference Board. He has 
prepared these articles in a semi-technical style, so they can be easily read 
and digested by anyone having a knowledge of the underlying principles of 
electricity. Below is the fifth article, and it will be followed by others 
which take up in detail the practical applications of radio.] 


Present and Future of Radio Communication 


Ship Radio.—Because of the fact 
that radio communication furnishes 
the only means of communicating with 
ships it is but natural that the efforts 
of engineers were first directed to- 
wards the development of apparatus 
for this important work. Up to the 
present most commercial ship trans- 
mitting apparatus has been of the 
damped-wave type of 0.5 to 5 kw. 
power input, using a 500-cycle cur- 
rent at 110 volts from a special gen- 
erator driven by a direct-current mo- 
tor from the ship’s electrical system. 
Wave lengths of 600 or 300 meters 
are most frequently used. Similar 
stations at seaports enable ships to 
keep constantly in touch with shore. 
If a ship is beyond the range of a 
shore station, usually some ship be- 
tween it and shore can be found to 
relay the message. 


The number of lives that have been 
saved by the use of radio communica- 
tion in times of distress cannot be 
calculated. Before its advent a ship 
leaving port entered into a state of 
isolation from which it did not emerge 
until it entered port again. Now ships 
are constantly in communication with 
one another and with shore and con- 
stantly receive weather information, 
data on floating derelicts and_ice- 
bergs and the news of the day. Radio 
has become such an important part 
of navigation that passenger ships are 
required by law to be equipped with 
efficient transmitting’ and _ receiving 
apparatus manned by competent op- 
erators. 

Although up to the present most 
ship installations have been of the 
damped-wave type, there is a decided 
tendency towards the use of continv- 
ous-wave transmitting sets for this 
work because of the greater efficiency 
and freedom from interference of 


such systems. These continuous-wave 
installations are often of the electron 
tube oscillator type. Large size ships 
find it possible to use arc transmit- 
ting sets of approximately 2 to 15 
kw. input power on wave lengths as 
low as 800 meters. 

High-Power Service.—A_ second 
important use for radio telegraphy is 
in trans-oceanic and transcontinental 
message work. Early installations for 
this service were made up of high- 
powered damped-wave or “spark” 
sets making use of three or four con- 
denser and synchronous gap systems 
so timed as to make the radiated wave 
practically continuous in amplitude. 
Power inputs of over 100 kw. were 
obtained in some instances. Although 
these systems were somewhat success- 
ful they have been replaced by the 
simpler arc and the more efficient al- 
ternator. systems. 

The United States Navy has high- 
powered arc stations at Arlington, 
Va.; Annapolis, Md.; San Diego, 
Cal.; Panama Canal Zone; Philippine 
Islands and several other points. The 
power input to some of these is over 
300 kw. During the war the United 
States installed a 1000-kw. are system 
at Bordeaux, France, which was later 
sold to the French Government. 

Recent commercial high-powered 
installations for telegraphic communi- 
ation across the Atlantic make use of 
the Alexanderson alternator, the op- 
eration of which has been developed 
to a high state of perfection. The use 
of large electron power tubes as high- 
frequency generators for this service 
is being perfected. 

Before the United States entered 
the war, two high-powered transmit- 
ting stations in this country (Say- 
ville, L. I., and Tuckerton, N. J.) 


were owned and controlled by Ger- 
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THE RADIO SET OF THE FUTURE 











T cannot be foretold what combination of units will be used, or the cir- 

cuits that may be employed in the Receiver of tomorrow. It is obvious, 
however, that today’s conventional set will soon be considered crude and 
antiquated. 


Little prescience is required to realize that the panel of insulating mate- 
rial, with its shielded background, "is doo o-~obsolescence. The use of 
a great mass of expensive” ‘insulating material. to»provide for “live shafts” 
was merely a temporary expedient. ° Progressive practice has eliminated 
the electrical difficulties Soe? ae and also obviated the 
necessity for massive insulation. | — 2 








Carrying primary leads to the panel, bes the Gelling of numerous holes 
for a switch, will cease because of the waste such labor entails,. To make 
the tap-switch an integral part of the instrument is the expedient thing to do. 


i oc to the prvcamnes ofa oe and will i in time become 








Eliminate _moonting of. ‘tap-switches eS. Pridcring of 
primary leads. Ni ee - 

Give the many ges eon “of-cOncave dials—a natural 
position of the hand in tuning, added attractiveness in appear- 


ance and ease in packing for transportation. 


Write for descriptive literature and discounts 


EISEMANN MAGNETO CORPORATION 
William N. Shaw, President 


BROOKLYN, N. Y. 
DETROIT CHICAGO 
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The Wimco Condenser 


Made to meet a demand for quality 
—highest efficiency, 3 plate, 23 
plate and 43 plate sizes. 


The Wireless Mfg. Co., 





Here’s a Pair of Winners 





The Carco Coupler 
Just the thing for the popular re- 
ceiving set. Bakelite tube and 
rotor. Silk covered wire, perfect 
contacts. 


We invite Dealer and Jobber Inquiries. 
Send for literature and prices on Wimco socket for W D 11 tubes. 


Canton, O. 


Manufacturers—Distributors 









































It Pays to Handle 


“UNITED” 


Radio Products 


It pays, because “United” Condensers 
and Transformers please everybody— 
set their users to boosting in no un- 
certain way. 

It pays, because we have created a 
nation-wide demand thru our exten- 
sive advertising to the public. 

It pays, because we are prompt, ac- 
curate and business-like in filling or- 
ders, and in every way take care of 
our dealers. 


knob and 


vernier, 


we help. 








ScREw THREAD FOR 
OPERATING VERNIER 





AE MICA Disc 
CONTACT RING Z ZA BETWEEN PLATES 








“UNITED” Vernier 
The Biggest New Thing in Radio 


Operates on a new principle. 
Adjustment is embodied in, and controlled by, the 


dial. 


Twice as fine in adjustment as the best three-plate 

Can be attached to any plate condenser. 

Price each, $2.50. . 

Also ask for circulars on our United Variable Con- 
denser, with and without Vernier. And our— 


“UNITED” Audio Frequency 
Amplifying Transformer 


Both lines are great little business builders—and 


United Mfg: & Distributing Co. 
536 Lake Shore Drive Chicago, Illinois 


New York Office: 50 Church St., New York, N. Y. 
San Francisco Office: 709 Mission St., San Francisco, 


California. 








| greetings and messages. 








man capital. One of these stations 
used a high-frequency alternator of 
the Goldschmidt type. A famous sta- 
tion near Berlin is also equipped with 
an alternator of this type. 

The wave lengths used by high- 
powered radio transmitting stations 
range from 5000 to 24,000 meters.. 
The long wave lengths are less sub- 
ject to erratic fading than the short 
ones, and also permit the use of 
larger antennas. 

Amateur Radio.—Another phase of 
the radio communication field in this 
country which dates back a number 
of years before the war is the activity 
of amateur radio operators. The laws 
of the United States definitely recog- 
nize the right of American citizens 
to own and use radio stations for in- 
tercommunication with one another 
and there have been a large number 
of people throughout the United 
States engaged in this fascinating and 
instructive pastime for many years. 
There are at present over 20,000 li- 
censed amateur transmitting stations 
in the United States. They are now 
required by law to use wave lengths 
of 200 meters or below and are lim- 
ited to the use of sets of not more 
than 1. kw. input power. Some few 
special stations are permitted the use 
of 375 meters. 

The value of this great interest in 
radio communication by a large num- 
ber of citizens interested in the art 
purely for the sake of its development 
and as a worth-while avocation has 
been and is very great. During the 
recent war a large portion of the 
radio operators used by the Army and 
Navy were drawn from the ranks of 
amateurs. Because of their knowledge 
of the International Code and of op- 
erating conditions, these men were 
able to step into positions of import- 
ance with a minimum amount of 
training. The value of having a large 
number of trained operators in a time 
of national emergency should not be 
overlooked. 

A large percentage of these men 
are members of the American Radio 
Relay League, an amateur organiza- 


| tion formed without commercial in- 
| centive for the purpose of furthering 


and protecting the interests of the 
American amateur. Every night, if 
one adjusts his receiving apparatus 
to wave lengths of 200 meters, the 
amateur stations of the country can 
be heard calling and intercommunica- 
ting for the purpose of interchanging 
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What and Why Is a Jobber 


(Continued from page 12) 


of the sort sometimes called ‘“‘stand- 
ing orders’”—in other words, orders 
for regular weekly, semi-monthly or 
monthly shipments. Of course, in the 
long run the business bulks the same; 
the difference is merely that the 
dealer gets his stuff in homeopathic 
doses which are generally easier and 
cheaper for him to handle, and which 
enable him to keep his money turn- 
ing aver at a livelier rate. 
* * * 

It is a fact that the average buyer 
never appreciates—and never will ap- 
preciate—mere convenience. Trouble 
is, there’s so much of this stuff called 
“service” in the world that folks only 
notice its absence. Customers expect 
that when they place an order for 


anything electrical the jobber will get | 
it shipped that very night. If he does | 


so, he only does what’s expected of 
him. If he doesn’t happen to have 
it in stock he’s convicted of misrepre- 
sentation, of shiftlessness, of being in 
Dutch with his sources of supply, and 
of obtaining money under false pre- 
tense. ; 

For a jobber’s salesman to prattle 
about “convenient stocks” on their 
own account, is as futile as bragging 
that he has an order book. 

“Convenient stocks,” says the cus- 
tomer. “I should hope you have got 
convenient stocks. Whatell you sell- 
ing, anyway—pictures?” 

That’s the attitude. 

But the dollars and cents argument 
shows “convenient stocks” from a new 
angle—a selling angle. 

That’s your angle on all things. 














‘ 

Bob Sparks of the Manhattan Electrical 
Supply Co.—he who sells those Red Seal 
Radio Sparker batteries out around Los 
Angeles. You know there is a kick in 
every spark whether it is a Red Seal 
Radio Sparker—or Bob himself. 





SS = 


———— 








If watches were still made in 
small quantities—by hand— _ 


and if Frost Radio were produced in the same manner | 
—you men who call on the radio retailer would be 
carrying a watch worth several hundred dollars, and 
would be asking Mr. Dealer about $15 for this 11-inch 
tuning coil which now lists at $3.00! 


The answer of course is quantity production of quality 
products like your watch and this tuning coil. Frost 
policy is to make every item in the line as fine as it can 
be made—then produce so many of them that they 


can be priced right. ; 


Tell your cus- 
tomers about 
the Frost ideal 
of a quality line 
at prices that 
speak for them- 
selves. You’ll 
find a big re- 
sponse in new 
business booked. 


- 


FROST 


The other day 
we heard of a 
dealer who was 
running a one- 
day “cut price 
sale’ on Frost 
Radio Tuning 
Coils — [regular 
list $3.00] — for 
$3.60! That’s 
how well-made 
they are. 
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If it’s electrical infor-— 


mation you are seeking, 
consult the 


EMF 
FiecrricaL Year Book 


It contains over 1000 
solid pages of practical in- 
formation on every con- 


ceivable electrical subject. | 


Every electrical word and 
term is defined. 


Every electrical product is 
defined and all manufac- 
turers of each listed. 


Over 5000 trade names 
listed. 


Details the history and de- 
velopment of the industry 
in all its branches. 


Use the EMF 


You'll Find it Indispensable 


ELECTRICAL TRADE Pus. Co. 
PUBLISHERS 


53 W. JACKSON BLVD. 
CHICAGO 


|New Type of Sales Conference 


! 


| Ina recent interview with the east- 
jern field representative of the Jos- 
| BER’s SaLesMAN, A. L, Hallstrom, sup- 
ply sales manager of the Western 
| Electric Co., at Philadelphia, told 
‘how they held a “personally con- 
|ducted tour’ sales meeting. The plan 
| Sine briefly this: 

| On January 4, the salesmen were 
‘called in to attend the sales con- 
‘ference, and after a few meetings, 
where the men were all assembled for 
a general talk, they were taken on the 
“tour”. Each man was called into 
Mr. Hallstrom’s office individually 
and given a quiz in regard to his ter- 
ritory. The idea briefly being to find 
out just how much each man was ac- 
quainted with the conditions and 
dealers in his territory. 

There were a number of manufac- 
turers’ representatives at this. confer- 
ence who had brought along samples 
‘of their material etc., and while one 
|man was being quizzed by the sales- 
|manager, each man who had not been 
lin conference with the salesmanager 
‘or who was through was routed in- 
'dividually to manufacturer’s 
| representative, any 
‘questions the salesman might ask in 
\regard to the product, its use, their 
| advertising plans, ete. Mr. Hall- 
‘strom believes that this type of con- 
ference was more successful than anv 
he has held, as each salesman was 
handled as an individual and was en- 
couraged to ask as many questions as 
ihe wanted to, and was not embar- 
rassed, because he was not in a crowd. 
It is his further belief that the aver- 





each 


who answered 





age conference is not as productive as 
it might be because of the salesmen 
being all together, and therefore not 
always getting the message. Should 
a man wish to ask a question, if he 
is a more or less retiring individual, he 
sometimes will not broach it for fear 
of being laughed at because it seems 
so simple to the rest. While on the 
“personally conducted tour” he can 
ask as many questions as he sees fit. 

Mr. Hallstrom brought out this 
point, that there are two types of 
jobber salesmen—one with “Vision,” 
and the other without. He cites a 
case as follows: 

One type of salesman will walk 
down a street and pass by a lot 
where an excavation is being made for 
a building, and all that he sees is a lot 
of debris which he has to go around 
in order to continue his way down the 
street. This is the chap without 
Vision. 

The other type of salesman sees 
the excavating and visualizes the 
steel frame work, and in his mind’s 
eye pictures the places where the 
building will need electrical material 
—looks up tlre contractor and owner 
and sells this material. He is the 
successful man. And the dividing 
line between the unsuccessful sales- 
man and the successful jobber’s sales- 
man is—Vision. 

” * * 


Shine in New Location 


Melville C. Shine, formerly located 
at 148 Federal St., Boston, Mass., has 
recently moved to 65 High street. 
The new location give him increased 
facilities for handling his business. 








surroundings. 





This was taken up in the wilds. of Vermont and shows J. E. Hall, manager of 
Wetmore-Savage’s Springfield, Mass., branch, all loaded for bear, amidst picturesque 
Ask J. E. to tell you about the big buck that they got. 
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Where Is the Jobber in the Small Motor Field? 


N A SURVEY now being made by 

Tue Jopper’s SatesMaNn, relative 
to purchases made by electrical sup- 
ply jobbers in 1922, authoritative in- 
formation bearing upon the business 
done in fractional horsepower motors 
has already come to light. Taking the 
first 50 reports from jobbers, it is as- 
certained that the gross purchases per 
jobber for 1922 amounted to $1231. 
Taken as a whole, these 50 jobbers 
represented a fair average as to size 
and importance in the industry. The 
reports came from both the United 
States and Canada. 


There are now included in a repre- 
sentative list of electrical supply job- 
bers in the United States and Canada, 
a total of 568 names. 
therefore, figuring from the 50 rep- 
resentative reports, that the gross 
fractional horsepower motor business 
through all jobbers, for the year 1922, 
was approximately $800,000. 

It is interesting to note, also, that 
of the 50 jobbers reporting, 17 did no 
business in these small motors. 
average purchases of the 33 jobbers 
who made any attempt to sell this 
class of equipment amounted to $1835 


per jobber. 


purchase figure reported—and it was 
distinctly in a class by itself—was 
$10,000 for the year. 

figures 


inquiries 


These 
personal 


number of jobbers—that the bulk of 
the as yet modest business in this line 
is in the class of small, shelf-goods 


sales. It is evident that little if no 
business is done by the jobber in the 
way of large-quantity sales to manu- 
facturers who use small motors in 
their product—the one jobber report- 
ing $10,000 purchases in the year 
possibly may have made one or more 
of these larger sales. 


Certainly there is room here for 
definite sales work. The business 
which the jobber is doing now is only 
a start. And yet, without any push- 
ing for the most part—taking the 
small shelf orders as they come in— 
, the fact that close to a million dollars 
worth of these small sales accumulate 
in a year indicates that there is suf- 
ficient sales opportunity to warrant 


Indications are, some special effort. 


In casting up the situation, it is 
evident that sales are divided into 
two general classes. (1) Sales to the 
bulk user—the manufacturer of motor 
driven appliances. (2) Sales through 
dealer channels to the householder 
and individual motor buyer gener- 
ally. In both of these directions there 
are encouraging signs. 

In the case of bulk sales possibili- 
ties the situation is something like 
this at the present time: Jobber feels 
that the manufacturer buying in bulk 
will go direct to the motor manufac- 
turer; that, even if the jobber were 
to close an initial order of this na- 
ture, competing motor manufacturers 
would step in when the customer was 


So the 


The largest individual 


have 
large 


indicate—as 
among a 


in the market again, and, on price 
basis alone, force the first motor man- 
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“1928 is starting off fine for us,” writes Warner Sayers of the F. D. Lawrence 


Electric Co., Cincinnati. “If anyone who does not believe the back trucks are filled 
and belong to the F. D. Lawrence Electric Company, will notify me, I'll have them 


pull up a little bit.” 





204 Stanwix St. 








Type 3-A 
$5.00 / 


Patent Applied For. 


“Honeycomb Tuners” will soon mark the 
difference between the old style short wave 


“variocoupler-variometer receiving set and 


the newer more efficient all wave instru- 
ment. The chief reason is because of the 
inevitable necessity of changing the wave 
lengths now used for broadcasting due 
to the ever increasing interference between 
stations. When this is done it will be 
impossible to hear much that is going 
on with the ordinary set having a wave 
length range of 250 to 500 meters, whereas 
with the “Honeycomb Tuner” it is simply 
necessary to “plug in” larger coils. 
Furthermore, “Honeycombs” have always 
found much iavor with the amateurs and 
are considered the most efficient form of 
inductance. Closer tuning, greater selec- 
tivity, greater range, no dead end loss, 
and ease of operation are some of their 
outstanding qualifications. 


The WIRELESS ELECTRIC Inside 
Mounting makes it possible to use 
“Honeycombs” to the greatest advantage. 
Mounting the coils inside the panel elimi- 
nates body effect without the necessity 
of shielding, besides adding considerably 
to the convenience and appearance of the 
set. A vernier adjustment is obtained by 
the slow moving cam, allowing positive 
and effective operation. The bearings are 
made adjustable so that any desired ten- 
sion on the dial may be obtained. A 
standard, three-inch, dial may be used. 

The type 2A mounting may be used as 
a single circuit tuner with “tickler” 
while the 3A provides a separate induc- 
tively coupled primary coil making what 
is commonly called a three circuit tuner. 


Sold through Jobbers Only 


end for Circulars 


Wireless Electric Co. 
Pittsburgh, Pa. 


Patent Applied For. 
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Mica Condenser 





Patent Pending 


Build-Up Mica Condensers -insure high efficiency 
and the build-up feature enables the operator to 
obtain any definite capacity from .00025 to .006 
by simply adding extra plates of mica and copper 
to the Build-Up base. Each mica plate with the 
alternate copper plate has a capacity of approxi- 
mately .0002 Mfd. 


We carry the following capacities of Build-Up 
Condensers in stock: 
.00025 list 35c -002 list 40¢ 
-0005 list 35c¢ -0025 list 50c 
.001 list 40¢ -005 list 60c 
-006 list 75c¢ 


. Envelope containing 20 mica and 20 copper 
plates, or sufficient to build-up a condenser from 
-00025 to .006 list price 25c. 


A table showing required number of plates 
for any capacity, furnished with each condenser. 


Will send free sample of .0005 Condenser and 
envelope of extra plates to rated dealers. 


Charles Schindler 


Manufacturer of Radio Parts and Specialties 


1401-1403 W. Delaware Avenue 
TOLEDO 
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400 PER CENT PROFIT! 


for your dealers, on our 
standard assortment of 
wire terminals for radio 


Will Dealers Stock Them? 
You Should See Our Order Files! 


PATTON-MAC GUYER CO. 


31 Mathewson Street 
PROVIDENCE, R. I. 
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ufacturer to cut out his jobber friend 
in order to hold the business. There- 
fore no concerted effort is made to 
get at this business. 

Yet in the face of that attitude, in 
case of at least one manufacturer of 
small motors, we find him bidding for 
jobber co-operation, seeking to divert 
this class of business through jobber 
channels, offering to protect the job- 
ber to the extent of a reasonable com- 
mission on business that the jobber 
simply locates, but on which he does 
not attempt to close the sale because 
of the technical problem involved. 
This manufacturer realizes the op- 
portunities that the jobber’s salesman 
has of locating people who are in the 
market. As the jobber’s salesman 
calls in his rounds upon industrial 
plants which are making products in- 
volving the use of small motors, it 
is possible for him to ascertain what 
classes of motors are used, quantities 
required, where bought, etc., getting 
most of the preliminary information. 
Then this motor manufacturer agrees 
to back up the jobber salesman’s ef- 
forts with the services of his advisory 
department which would go into the 
customer’s technical motor problems, 
and, if the order is secured, credit 
the jobber for his work. 

This manufacturer and others have 
been through the mill. If they are 
found, after years of experience, to 
be coming to the jobber with a policy 
directed away from direct factory 
sales, then it is time to give serious 
thought to the subject. 


In the direction of sales to the in- 
dividual consumer, one of the largest 
manufacturers of the small motors in 
the country has recently procured 
tangible evidence that there is tre- 
mendous, latent demand on the part 
of the public for fractional horse- 
power motors that has never been de- 
veloped, and is now taking steps to 
develop the field. 

An investigation was made by this 
company to find out how useful a 
small. motor could be made in the 
home or little workshop. A contest 
was started among its own employees 
for the best suggestion on how a mo- 
tor could be used. A small motor was 
offered as a prize. No other prizes 
were given, for they wanted responses 
only such of their own men as had a 
desire for one of the motors for his 


own use. 
More than 150 suggestions came in 











during one week. The suggestions 











4 REASONS 


FOR POPULARITY 


Brockway Variable Condensers 
are easier to adjust. 


Occupies no space behind the 
panel. 


Louder signals, due to low re- 
sistance and mica dielectric. 


Lends dignity to any radio set. 
Write for discounts. 


BROCKWAY LABORATORIES 
COMPANY 


TOLEDO OHIO 

















Important Announcement 


To Radio Dealers 


We supply deal- 
ers handling our 
matchless “Al l- 
American’? Ampli- 
fying Transformers 
with a _ suitable 
quantity of our 


Free Booklet 
of Radio 
Hookups 


also our interest- 
ing pamphlet en- 
titled “Cascading 
of Amplification.’ 
We are also creat- 
ing a national de- = 
mand for ‘‘All- 
American’’ Trans- 
formers by an ex- 
tensive advertising 
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Radio Frequency 






campaign to the 
radio public in technical and popular magazines. 


We_ protect our 
dealere absolutely, 
referring to them 
all inquiries and 
crediting them 
with all actual 
mail orders re- 
ceived. 


Your customers 
want All-American 
Amplifying Trans- 
formers (Radio 
and Audio Fre- 
quency). When 


Send for full in- 
Audio Frequency formation. 


ND Me 
Rayan rao 
































APEX-RGOTAREX 
MONTHLY SALES LETTER 


APRIL, 1923 


Straight from the Shoulder Talks to Jobbers’ Salesmen. issued Monthly by 
The Apex Electrical Distributing Company, Cleveland, Ohio 


SUBJECT: Alibi Ike’s Days Are Numbered 


To All Jobber’s Salesmen: 


Lincoln said it: “You can fool some of the people, ete.” Right now a lot of bright 
young salesmen are finding that a good many sales managers are not so easily fooled as 
they used to be. They are demanding something more than empty excuses for a fellow’s 
failure to get his share of the electrical appliance business in his territory. 


When the boss tackles YOU with the question “Watch Your Step!” Don’t attempt 
to stall with an old one—“There is no demand for such appliances in my territory, “The 
people are too poor or are too stingy to pay the prices of electric vacuum cleaners, 
washers and ironing business,” “The dealers are too busy with their trade in other electrical 
goods and supplies,” or “Other manufacturer has gobbled up all the best stores.” 


Tell the truth. The chances are somebody has tipped it off to the chief anyway. He 
probably knows for a fact that at least one electric cleaner, one washing machine and one 
household ironer is being sold in many towns of your territory from door to door by a dealer 


who KNOWS HOW TO SELL. 


3etter still—don’t wait to be called upon the carpet. Beat the boss to it by learning 
the facts yourself first. Do a little investigating. Discount the excuses that your dealers 
offer you and investigate for yourself. Find out what his competitors are doing and how 
they are doing it. Make a few house-to-house calls yourself. Meet her face to face- 
the woman who has it in her power to double and treble your present salary—the Ameri- 


can housewife. 


Take a vacuum cleaner with you and don’t be surprised or disappointed if your first 
experiences prove that you are not kalf as good a salesman as you have thought yourself. 
Youll never be a post-graduate till you have mastered house-to-house selling; you'll 
never be in line for promotion or any substantial raise in salary till you have learned the 
mental habits of the user of your goods and know what housework is. 


IF you can do it you can surely teach your dealers how to do it. And tke more they 
sell the more you sell and the more you earn. If you can’t do it you are in the wrong line 
of business. 


Helpfully yours, 
THE APEX ELECTRICAL DISTRIBUTING CO. 











R. J. Strittmatter: K. Sales Manager. 


























The Hidden Detail 


Back of the most carefully planned light- 
ing effects is the dependence placed upon 
the wiring of the house. Using just any kind 
of wire means difficulties in the construction, 
and the possibility of trouble to the house- 
holder after the job is finished. Using a de- 
pendable standard wire insures satisfaction 
to everybody concerned, contractor, archi- 
tect, owner, and even the workmen who in- 
stall it. 


Choose which kind of work you will stake 
your reputation upon and remember that the 


PARANITE label means thirty years of 


leadership in wire manufacture. 


Indiana Rubber & 
Insulated Wire Co. 


Jonesboro, Indiana 
Chicago, 210 S. Desplaines St. 
New York, The Thomas & Betts Co., 63 Vesey St. 


«= PARANITE ©: 





Se ww we a eww a es ww woe woe oe a owe ET oo ew Ge oe a oe or ZTaeTrvrwwewwweoewwaeeeuao ww: 


Saleable Merchandise 


plus Selling Support 


mY 


The illustration used herewith is a 
reproduction in reduced size of a re- 
cent full-page advertisement of the 
Riddle Feature Fitment in The Satur- 
day Evening Post. Our selling sup- 
port includes representative space and 
insertions in the Post, The Ladies’ 
Home Journal, Good Housekeeping 
and House & Garden magazine, in 
addition to unusual cooperation in 
furnishing dealers with information 
on new residential building. 


cl d 
Details of our proposition, and book- A J 
let showing fitments in actual colors, 


LJ 
sent on request to Department 12. 
Toledo, Ohio . 
a 
m 


The Edward N. Riddle Company Res) 
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Pass & Seymour Sockets with Brown Keys have enjoyed the approval of 
conservative fixture studios for more than five years, 


The charm of the brown key is its neutral tone and pleasing harmony with the majority of 
regular and special finishes. 


The brown key sockets, while less expensive perhaps than those with the push button or 
chain pull movements, may also be employed on ceiling fixtures where certain lamps are 
used infrequently and the full illumination is required only for special functions. 


A sample of the Brown Key Socket will convince you. 


Dass & Seymour, Ine. Solvay, N. U. 
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were edited and compiled in book 
form. In order to complete the mer- 
chandising plan, window cards were 
produced, suggestions for newspaper 
copy prepared, etc. Then the origi- 
nators of the plan decided to take 
their material to a local dealer and 
rig up a window for the purpose of 
getting a suitable photograph for use 
in later literature. While they were 
decorating the window for this pur- 
pose passers-by began to call in at 
the store for particulars. By three 
o’clock of the same day the manager 
of the store sent in an order for a 
quantity of small motors. By five 
o'clock, over 100 people had called 
at the store for further information 
on how they could use small motors 
for the purposes indicated by the win- 
dow card. 

Viewed from both angels—individ- 
ual sales through the dealer trade and 
bulk sales by the jobber to the manu- 
facturer of motor driven appliances 
—there are many indications that the 
fractional horsepower motor business 
can be developed to much larger pro- 
portions as far as the jobber is con- 
cerned: The motor manufacturer— 
maker of a neat package product that 
could be placed without undue resist- 
ance in almost every wired home— 
is essentially in no different position 
than any other manufacturer of a 
similar electrical product. Just why 
17 jobbers out of 50 do nothing with 
this class of goods is not entirely evi- 
dent. Expressions of opinion from 
jobbers or jobbers’ salesmen in re- 
gard to this subject would be wel- 


come. 
&¢ # 


Franklin Takes on Sunshine 


Cleaners 
Wm. T. Walker, president of the 
Franklin Electric Co., announced to 
a representative of THe Jopser’s 
SaLesMAN that they were recently 
made distributors in Philadelphia for 
the Sunshine vacuum cleaner and are 


preparing an intensive sales cam- 
paign. 
* * * 
Mason Back With Novelty 
Electric 


Chas. C. Mason, who was formerly 
with the Novelty Electric Co., Phila- 
delphia, and who left last year to 
go with the Adelphia Electric Co., 
manufacturers’ representatives, has 
recently joined the Novelty Electric 
Co., again, 














The 
HUBBARD 
Bo-Arrow 
Arm— 














The Hubbard Bo-Arrow Arm is the stand- 
ard construction for single circuit trans- 
mission lines with overhead ground wire. 


—and EIGHT reasons 
for its popularity 


1 Made of Open 
HearthSteel,bentto 
shape while hot, insur- 
ing freedom from flaws. 


Fits poles of any 
diameter without 
gaining or trimming. 


3 Allows triangular 
wire spacing while 
leaving the pole top 
clear for a_ straight 
Ground Wire Bayonet. 


Gives the line a 
minimum width 
and maximum clear- 
ance from the ground. 


5 Permits the use of longer spans, since no two 
wires are in the same horizontal plane, by eliminat- 
ing the danger of wire swinging together. 


9 Removes the tendency for 


the pole to lean side- 


ways as the weights of the arm and wires are bal- 


anced on the pole. 


Fully as flexible as wood 


arm construction for 


double arming, dead ending and anchoring lines. 


3 The cost is surprisingly low. 


HUBBARD & COMPANY 


Pittsburgh - Chicago 











The Double Arming Set 
and Corner Bayonet 
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MANUFACTURERS 














Hubbell’s New Boston Office 


Harvey Hubbell, Inc., have opened 
a new sales office in Boston, room 413 
Weld building, 176 Federal street. 
Samples of the complete line of ap- 
proved wiring devices will be on dis- 
play at this office. Catalogs and cir- 
culars will also be available. No ware- 
house will be maintained in Boston, 
all orders being shipped from the 
factory at Brideport, Conn., or from 
the stock of distributors. This office 
will be the headquarters of Boston 
Representative, R. M. McCormick. 


* * 


Wahle Men Study Fixture 
Manufacture 


The week of February 26 was a 
live one around Fifth avenue and 26th 
street, New York City—all the sales- 
men of the Albert Wahle Co., 22% 
Fifth avenue, were in to attend a 
sales conference and to look over the 
five factories producing Wahle fix- 
tures and study details and methods 
of manufacture. 

Among the plants visited were 
those of Bayley & Sons, Robert 
Findlay Mfg.Co., Robert Phillips Co., 
L. Plaut & Co. and the Sterling 
Bronze Co. Albert Wahle, president 
of the company and widely known 
fixture designer, acted as conductor 
and tutor. 

Although every minute of each day 
was put in at intensive work the men 
disported themselves in the evening 
in regular fashion. Among the places 
visited and things seen were the Fol- 
lies and Greenwich Village. It was 
a grilling week but every man left 
feeling that he had seen much and 
learned plenty. 

Several important announcements 
were made at the meeting by Jack 
Price, sales manager. One was to 
the effect that the Varney Electrical 
Supply Co. of Indinapolis and Evans- 
ville, Ind., the Perry-Mann Electric 
Co. of Columbus, S. C., Southern 
New England Electric Co. of Water- 
bury and Hartford, Conn., and Hard- 
ware & Supply Co., Akron, Ohio, 


have been appointed Wahle distribu- 
tors, making a total of 38 jobbers 
now merchandising Wahle fixtures. 

“Jack” also announced a series of 
personal sales talks in the form of a 
letter which will be mailed each week 
to his jobbers’ salesmen. 

* * # 


Robbins & Myers Change 
Advertising Directorship _ 
The Robbins & Myers Co., manu- 
facturers of all types of electric mo- 
tors, generators and fans, has an- 
nounced the appointment of H. H. 
Beck as its advertising manager. 
Mr. Beck came to The Robbins & 
Myers Co. from Erwin, Wasey & 
Co., Chicago advertising agents, with 
whom he has been associated for the 
past few years. His new connection 
became effective on March 1. 








Benjamin District Sales Repre- 
sentatives Advanced 


Merritt L. Tice, district sales rep- 
resentative, of the Benjamin Electric 
Mfg. Co., with headquarters at Balti- 
more, will take on added territory in 
North and South Carolina, Georgia, 
Florida and parts of Tennessee and 
Alabama. Additional men will be put 
into this district under Mr. Tice, and 
the territory more intensively served. 
Mr. Tice is a university graduate and 
trained engineer, and upon this he 
has built seven years of experience 
in the sales department of the Ben- 
jamin company. All of this has made 
him worthy of the larger field which 
he is to cover. 

Thomas F. McDonough is now in 
charge of the northwest territory, con- 
sisting of the states of Montana, 





Albert Wahle Co. Sales 





Organization 


The old saying goes that everybody works but father, but at the Albert Wahle Co. sales 
meeting everybody had their little bit of fun but Herman Schwartz, treasurer of the 
company, who had to stay close to the plant to see that Wahle distributors got service. 


Consequently only one of the Schwartz brothers (not Smith 
ture, taken at the sales conference. Seated, from left to right, are: 


Bros.) is seen in this pic- 
J. W. C. (Jack) 


Price, sales manager; Albert Wahle, president; Frederick Schwartz, vice-president and 


general manager, and John (Jack) Foster, central district manager. 


Standing, .from 


left to right, are: J. S. Robin, who covers local New York; Russell P. Crohen, Ohio 
and western Pennsylvania territory; Emil Sahr, Atlantic coast, south of New York; 
Ralph R. Davenport, Illinois, Indiana and Iowa; Robert W. Gunther, New York 


state and New England, and Henr 


Leidig, local New York. F. G. Van Booskirk, 
Pacific coast manage, is. the only absentee. 
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Idaho, Washington and Oregon, with 
headquarters in the L. C. Smith Build- 
ing, Seattle, Wash. 

Carl O. Martin, formerly in charge 
of the northwest sales territory has 
been transferred to a larger field, with 
headquarters in San Francisco. There 
he will be assistant to Miles F. Steel, 
Pacific Coast manager. 


ee 


F. A. Wilson-Lawrenson Urges 
London for Advertising 
Convention 


F. A, Wilson-Lawrenson of the 
National Carbon Co. recently returned 
from an extended visit in London. 
He had been delegated to investi- 
gate the advisability of holding the 
1924 convention of the Associated 
Advertising Clubs of the World in 
London, being chairman of the “On 
to London 1924 Convention Commit- 
tee.” On March 22 he addressed the 
Advertising Council, Chicago Chamber 
of Commerce on this subject. 

When Mr. Lewrenson first went to 
London he said that, he was not fully 
satisfied with the idea of holding the 
convention there. But he is whole- 
heartedly for it now. He talked while 
there, with practically every impor- 
tant leader in business in England 
upon this subject. He found that 
even now, months ahead, these men 
were taking an active interest and 
making preparations. 

Bonar Law, speaking of him on be- 
half of the British Government urged 
that the meeting be held in London. 
The great newspapers are support- 





ing the movement, in the case of two 
pledging $25,000 cash, to promote 
the success of the meeting. Already 
nearly $100,000 has been subscribed 
toward the entertainment of the dele- 
gates. 

A man in any line of business 
attending this convention would after- 
wards be invited to go to the plants 
or business organizations in his own 
line to study English methods. Un- 
limited epportunity to learn and profit 
by the trip will be presented. With 
delegates from India and other coun- 
tries the convention would have an in- 
ternational aspect. 

* & & 


Marshall-Gerken Moves To 
Former Address 

The Marshall-Gerken Co., manufac- 
turers of “Thoro-bred” radio prod- 
ucts, Cleveland, Ohio, has returned 
to its former address, 25-29 Ontario 
street. In a new space, it will have 
its office, salesroom and assembling 
department. The machine shop and 
factory have been discontinued be- 
cause the company has been able to 
make a local connection that will take 
care of this work. At the same time, 
practically all of the jobbing lines 
will be discontinued as the business in 
“Thoro-bred” products and especially 
the “Read ’em” binding posts has 
reached such proportions that it re- 
quires full time. The company has 
representatives in all the larger cities 
of this country and Canada, and of 
late has made connections in most of 
the foreign countries. 

The products are being handled 
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carefully, then look at the grin on John W. Morrison’s face, and you 


would lay odds that the “W” in his name stands for “Won’twork.” All those who 
know him say he lives up to it when there’s dining or dancing in sight, but the rest of 
the time he’s a regular hum-dinger on selling lighting equipment, and is always over 


his quota. John’s resident engineer in Cincy for the National X-Ray Reflector Co. 





American Insulated 

















“AMERICAN BraNnD® 





“AMERICAN 
BRAND" 


Weatherproof and 


Bare Copper Wire 
and Cables 


When you 
and sell “American 
Brand” wire and cables 
to your customers, you 
not only give them the 
best wire in the field, but 
you save them more foot- 
age per pound. 


recommend 


“American Brand” there- 
fore, means the best wire 
obtainable, quick turn- 
over, more business and 
bigger profits for you, 
your house and your cus- 
tomers. 


Write for a sample of this 
quality wire—the best 
business card you could 
possibly present. 


Wire & Cable Co. 


CHICAGO 















“AMERICAN BraND® 


ERPROOF WIRE AND CABLES 
HAS NO EQUAL 
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Some of the jobbers who have been 
most successful in handling Elec- 
tric Cleaners are Distributors of 


Royal. 


A reason for this success is the fact 
that Royal is sold on a substantial, 
conservative merchandising plan. 


We have observed that good, old- 
fashioned, honest merchandising 
lasts longer and makes the most net 
profit for all concerned. 


While the Royal Cleaner is pretty well | 


the 


where we 


throughout 
still 
would welcome a capable distributor. 


represented country, 


there are territories 


Write—perhaps we can get together. 


The P. A. Geier Company 


540 East 105th St., Cleveland, Ohio 


Manufactured in Canada by 


CONTINENTAL ELECTRIC CO., Ltd. 
Toronto, Ontario. 





[through the regular jobber-dealer 
channels and a substantial volume of 
business throughout the year is antic- 
ipated. Uniform packages have been 
established for the products and a 
few very attractive display boards 
are being developed. 

Although firmly established in the 
radio industry, this company is going 
at things conservatively as it is of the 
opinion that the elimination period is 
still with us and will be here for some 
time to come. 

* & 


Otis Johnson Makes New 
Connection 


Otis L. Johnson, well known as en- 
gineer and lecturer on matters of il- 
lumination for the Benjamin Electric 
|Manufacturing Co., has been ap- 
| pointed commercial engineer for the 
| King Manufacturing Co., Chicago, 








Otis L. Johnson 


Ill., manufacturer of ornamental street 
| lighting equipment. 
| Mr. Johnson attended the State 
| University of Iowa, going from there 
'to the engineering department of the 
National Lamp Works of the General 
Electric Co., at Cleveland, Ohio, In 
1912 he resigned to accept the posi- 
tion of illuminating engineer with the 
Benjamin Electric Manufacturing Co., 
which position he held until recently. 
He has been very active in advanc- 
ing. the cause of illumination, work- 
ing on committees of the Illuminating 
Engineering Society, the National 
Electric Light Association, and lect- 
uring before Chambers of Commerce, 














Electric 
Curling Iron 
& Waver Rod 


ORDERS!! 


Are the Order of 
the Day! 


You fellows who hit the grit look 
for orders—not turn-downs, ex- 
cuses or grief—and you are as cer- 


tain of orders for Wav- 












ette from your cus- 
tomers on every trip as 
you are for staples— 
lamps, B X Cable, etc., 
etc. That is because 
Wavette is the fastest 
selling electric appli- 
ance! It moves off your 
retailer’s shelves and it 


stays sold. 





The secret is in 
the price—$3.00 
for Wavette — 
$2.75 for Wav- 
Jr. — and 


what it repre- - 


ette, 


sents in quality. 


Wavette has detach- 
able plug on the han- 
dle — wire guarded 
cord, guaranteed 
heating element and 
highly _ polished 


nickel finish. 


ce re el 
Tre FRANKEWOLOOMT MAE CO 
ns eo Hart fore d, Conn. 
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Increasing his total business. 


by merchandising plug fuses 


Every Jobber’s Salesman 
should read every word of 
this. It is an idea on 
“service,” regarding which 
we would appreciate your 
views. Will you write us 
your opinion? 





The Fuse. 





The Package. 


P 


Economy Fuse & Mfg. Co., Chicago, U. S. A. 


SALES OFFICES IN PRINCIPAL CITIES 





NCREASED sales always result from getting more people to 
enter a store or from getting the same person to re-visit a 
store more often. Many dealers in general merchandise realize 
this principle so fully that they create exhibits and provide rest 
rooms and attractive meeting places. Electrical dealers need not 
go so far as this. They have their fuse sales as a means to this 
end,—if they only know it. It will pay you to make them see it. 


Fuses, with lamps and batteries, are the only so-called “come 
back’’ articles that your dealers have to offer the public. Make 
them see the advantages in distributing this class of material on 
a thorough merchandising basis that will bring customers back. 
“Any make fuse for as much as they’ll pay” is a sales policy that 
has no right to existence these days,—never did have, in fact.. 
But since the advent of Clearsite Plug Fuses such a policy is more 
antiquated than King Tut. 


Consider. A customer goes into his local electrical store because 
it is his natural source of electrical supplies. The dealer sells him 
a couple of ordinary plug fuses for, say, 10 cents apiece. Later, 
in the window of a variety store, he sees the same fuses priced at 
3 cents. Can you blame him if he thinks he was “gypped?’”’ You 
don’t have to be told where he buys his fuses the next time. 


Suppose the dealer had sold him Clearsite Plug Fuses? The 
3-cent fuses would not register on his pocket-book nerve. He 
knows he bought a different looking fuse; after he has used it he 
knows he bought a different fuse in construction and perform- 


—. Get the point? Then try this line on the next dealer you 
talk to: 


“‘Sell your customers the best fuse at a reasonable price; a fuse 
with distinctive features that make a big impression. A fuse 
that gives clear indication quickly—cutting interruptions in light- 
ing and other branch circuits down to the minimum—is highly 
appreciated. A fuse that is packaged properly—such as four 
fuses for 25 cents—gives the user a ready supply of all the sizes 
he needs at a slight cost. Sell your customers Clearsite Fuses be- 
cause in performance, price, and package, they give full consumer 
convenience.” 


If you pass this talk along to your dealers you will find them re- 
ceptive to the fact that there is a real merchandising idea back 
of these fuses. Once given this viewpoint they will readily rec- 
ognize that their own best interests demand that they not “just 
sell a fuse,” but build their business on the only proper merchan- 
dising plan ever put back of plug fuses. 


UG) CLEARSITE 


REG. US. PAT. OFF. 
A 44 UI Im __APPROVED BY UNDERWRITERS LABORATO 
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Electrical Appliances 


We made them gandmahale usefulness made_them famous 
All Nickel Plated 
nHE T WILL pay you in volume of sales and in sub- 

stantial profits to stock Redtop business-getting 
electrical appliances. Nationally advertised— 

widely demanded—reasonably priced. 

No. 450—Upright Toaster 

with self-adjusting bracket. 

Price $4.50. 





No. 104—Stove and Toaster, $6.25. Aluminum 
Cooker Set, $1.50. With this combination you 
can grill, broil, fry and toast. Two operations at 


same time. fz 


No. 209—Duplex Kitchenette and Toaster. 
Two heat regulation. Price $9.50. Tested 
and approved by, Good Housekeeping 
Institute. 


No. 324—Three Heat Iron. High, Low and 
Medium, $7.50. Tested and approved by 
N. Y. Tribune and Good Housekeeping 


Size 7” by 14” Institutes. 


Sole Mfrs. of The Fitzall Plug 
Send for catalogue and trade prices. 


REDTOP ELECTRIC CO., INC., 


8 West 19th St. 
New York City 




































FACTORIES OR 
EAST ER MANUFACTURERS 
desiring representation on the Pa- 


cific Coast are invited to discuss with 
us the details of such representation. 


Ours is a long-established and well- 
financed company, with a strong sales 
organization covering every section of 
the Pacific Coast territory, and we are 
prepared to take hold of any proposi- 
tion AT ONCE, with a large force of 


trained salesmen. 


Wire or Write 


GRAF SALES CO. 


693 Mission Street San Francisco, Calif. 


$14 





























Rotary Clubs and other organizations 
all over the United States. He has 
also served as Chairman of the Chi- 
cago Section of the Illuminating En- 
gineering Society and is now serving 
as a national vice-president of that 
organization. 


* * a 
One Additional Profit Per 
Single Speed Fan Sale 

It is estimated that 800,000 fans 
will be sold in 1923. Of these, con- 
servatively, 300,000 will be single 
speed. In other words, some 15,000 
dealers will, on the average, sell 20 
single speed fans each. 

These estimates are made by J. C. 
Kaelber, sales manager of the Wirt 
Co., Germantown, Philadelphia, Pa., 
who manufacture the Wirt fan and vi- 
brator regulator. And here is some- 
thing for every jobber salesman to 
make a mental note of. There is an 
opportunity to make an additional 
sale with every fan—20 additional] 
profits per dealer—by calling his at- 
tention to this little rheostat. It will 
give four speeds to any single speed 
fan, Like the Dim-a-lite, made by the 
same company, it is furnished 10 on a 
counter-display card—fully guaran- 


teed. 








“Three of a kind” jolly good fellows. 
The gentleman in the center holding his 
hat is J. F. McGrevey of Central Tube 
fame and on his right in the light coat 
is Al Nelson of “Arrow E” fame. On J. 
H’s left is Bill Dixon of -Appleton fame, 
and if you are ever up Boston way you 
are sure to meet one if not all three. 
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Bigger Fan Profits This Year 


There is a unique window display for Dayton Fans this year and many 
other valuable Dealers’ Selling Helps. Dayton Fans are well known and your 
Dealers have been selling Day-Fan Radio apparatus. There is a liberal discount 
for both Jobber and Dealer. 


Ask for your copy of 
Pro-FAN-ity 
and 
Push Your Fan Sales 


The Dayton Fan & Motor Co. 


Factory & General Offices 


Dayton, Ohio 
Established 1889 








Y OUR Dealers can make a bigger profit this year if you help them push 
their fan business and standardize on Dayton Fans. 
There are 102 different Dayton Fans and each one is easy to sell. 


‘ DAYTON MOTORS 
DAY-FAN RADIO | 


_ Reemeerince 
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New Electrical Products, Illustrated 











The Ra-Ne-Day is a portable, elec- 
tric clothes dryer, 22 ins. wide, 38 ins. 


high and 47 ins. long. While essen- 
tially a household machine it is not 
necessarily restricted to drying 
clothes. It can be used as a deodor- 
izer for deoderizing clothes in cases of 
contagious diseases, by hanging a 
sack of disinfectant behind the fan. 
It can also be used for drying fruit 
by placing horizontal wire screen trays 
with spaces between for air passage. 
The E. W. Kriekard Co., Cedar 
Rapids, Ia, handle the entire sales. 
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In addition to the list of appliances 
manufactured by the Edison Electric 
Appliance Co., 5600 West Taylor street, 
Chicago, is the “Hot-point Hughes” 


apartment house range. This range is 


smaller than the standard line of ‘“Hot- 
point Hughes” ranges and does not 
contain any nickel trimmings, but is 
neatly finished in plain black japan. 


The Minneapolis Heat Regulator Co., 
Minneapolis, Minn, has brought out a 
thermostatic relay switch which can be 
used in connection with any “Minne- 
apolis” thermostat. It provides an 
ideal means of temperature control for 
automatic oil burners, electric refrig- 
erating apparatus, electric heating 
units and any equipment where it is 
necessary to operate an electric switch 
in accordance with temperature 
changes. The unit is capable of han- 
dling alternating currents at 110 volts 
and is designed for a maximum capacity 
of 20 amperes. 





The “Floor Ette” 
bridge floor lamp man- 
ufactured by the Co- 
lonial Lamp & Fixture 
Works, 5644 Lake Park 
Avenue, Chicago, is of 
an attractive design. 
Electrical connections 
are made by means of a 
silk cord and plug. The 
cord is carried through 
a silk rope to the lamp 
socket, which adds con- 
siderably to the attrac- 
tiveness of the lamp. It 
comes in a variety of 
styles, from the elabo- 
rate hand carved base 
and ornamented stem 
to the more simple de- 
signs. 


















— 


The new “Wavon” hair waver offered 
by Frank W. Morse, 289 Congress 
street, Boston, Mass., has a curling rod 
which is spirally grooved, so that a 
strand of hair, when wound around in 
this groove, is heated evenly from three 
sides. The iron is made of aluminum 
and can be frequently disconnected 
and a number of curls made on the 
retained heat. It is made for both 110 
and 220 volts. 


iF 





















The Dumore, Type A, precision drill 
is made by the Wisconsin Electric Com- 
pany, Racine, Wis. Manufacturer says 
that it is an extremely sensitive, ac- 
curate drill, and that the price is very 
reasonable. It is equipped with a 
Dumore universal motor that will oper- 
ate on both alternating and direct 
current. The motor is dynamically bal- 
anced to eliminate vibration and secure 
greater accuracy in the drill. The 
work table is raised by hand, so it is ex- 
tremely sensitive—an important feature 
where close work must be done and 
very fine drills used. The No. 0 Jacobs 
chuck used is specially ground and bal- 
anced. This chuck will hold drills from 
0 to % in., while the drill has a ca- 
pacity of y; in. in steel and % in. in 
alloys and wood. It is regularly 
equipped with a six-speed foot con- 
trolled rheostat, so any desired speed 
may be had, making the drill adaptable 
to many different kinds of work. 








The Diehl Mfg. Co., Elizabeth, N. J., 
has added to its list of fans for the 


year 1928 a 52-in. four-blade, a. c. 
ceiling fan which can be operated at 
three different speeds. The fan is light 
in weight, the manufacturer states, and 
has a good appearance. Special fea- 
tures which have been incorporated in 
the device are a switch housing, drilled 
and tapped, ready for electrolier fit- 
tings, a positive speed regulation and a 
low current consumption. 
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New Electrical Products, Illustrated 








The new fuse plugs with 
renewable element, made 
by the Hart & Hegeman 
Mfg. Co., Hartford, Conn., 
have’ straight porcelain 
tops, no metal coming in 
contact with the fingers 
when unscrewing. To re- 
fill, the plug is unscrewed, 
core pulled out and new 
core inserted. The top of 
the plug has no “flare” and 
there is ample space be- 
tween plugs to permit the 
fingers to grasp each plug 
firmly. They are rated 
from 3 to 30 amperes. 





Especially designed for 
efficiency and durability are 
the new electric fans for di- 
rect or alternating current 
placed on the market by the 
Kendrick & Davis Co., Leb- 
anon, N. H. They have 
three speeds, an off-switch, 
and phosphor bronze motor 
bearings. Some other fea- 
tures are: oil cups with wick 
and springs; a 20-segment, 
hard-drawn copper commu- 
tator, mica-insulated; brass 
and composition screw-type 
brush holders. In material, 
workmanship and finish they 
are a smaller edition of the 
costly fans which have been 
considered as the only really 
high-grade fans. K. & D. 
fans are guaranteed for one 
season to be free from elec- 
trical or mechanical defects 
and to. give satisfactory 
service. 








In developing high speed grinders, 
the Wisconsin Electric Co., Racine, 
Wis., has found that it was impossible 
to make grinders that would do a sat- 
isfactory job of grinding when arma- 
tures were used that were balanced in 
the ordinary way, which is to rely on 
static balance only. It, therefore, was 
necessary to develop a machine that 
would put these armatures in dynamic 
or running balance. This machine 
necessarily must be very rigidly constructed, owing to the terrific speed at which 
the part to be baianced must travel in order to locate the antagonizing weights on 
such small diameters and short lengths. The dynamic balancing machine illustrated 
was finally developed to meet this need. This machine worked out so successfully 
that the Wisconsin Electric Co. has a number of them which are used in daily pro- 
duction, and all armatures are put in perfect running balance before they are 
assembled into the finished motor. Dynamic balance means the elimination of 
vibration and insures a smooth, quiet-running, long-lived motor. Many manufac- 
turers find that the Dumore dynamic balance gives them the type of motor they 
require successfully to build and merchandise grinders, drills, hair dryers, drink 
mixers, motion picture machines, window display signs and numerous other appli- 
cations. 











A full, six-sheet, family, oscillating 
electric washing machine, sturdily built 
so that the vibration common to this 
size and type machine has been elim- 
inated, is offered by the Easiest Way 
Mfg. Co, Sandusky, Ohio. Vibration 
wears out bearings, but the rigid angle 
iron frame insures long life for the 
bearings. The tub on the “Easiest 
Way” model, which the manufacturer 
calls its No. 25, is of heavy tin-lined 
copper. 








The “Dictograph” apartment tele- 
phone system made by the Dictograph 
Products Corp, 220 West 42nd street, 
New York City, has been designed 
after a careful study of the require- 
ments of the modern apartment build- 
ing. The master station for use in the 
entrance hall is made up of the “Dicto- 
graph” loud speaker, the same type 
used in the regular “Dictograph” sys- 
tem of interior telephones. No receiver 
or cord is required, thus eliminating 
damage through carelessness, improper 
usage, etc. To operate the system, the 
button connecting with the proper 
apartment is pressed, whereupon the 
sub-station in the apartment rings. 
When the receiver is taken from the 
hook of the apartment phone call, the 
circuit is completed. 
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New Electrical Products, Illustrated 








The ‘“Raco” switch boxes 
made by the Roach-Appleton 
Mfg. Co., 2446 North Crawford 
avenue, Chicago, are provided 
with interchangeable sides and 
reversible and adjustable ears. 
They can readily be made up 
into gang boxes by removing 
one side, adding a unit and 
tightening the screw. They are 
suitable, the manufacturer 
states, for use on plastered and 
unplastered walls, as the rever- 
sible ears give a wide range of 
adjustment. 








The Harlo Mfg. Co., 451 
Greenwich street, New York 
City, has placed on the mar- 
ket a line of electric stoves, 
of which the disk steve is 
shown in the illustration. It 
is made in one or three heats, 
the latter type consuming 660 
watts on high heat, 380 watts 
on medium and 165 watts on 
low. 








Among the new fans offered for 1928 
are the 9-in. and 12-in. induction type, 
single speed, alternating current fans 
wound for the standard frequencies, 
namely, 25, 40, 50 and 60 cycles, man- 
ufactured by the Century Electric Co., 
1827 Pine street, St. Louis. They have 
a pressed steel base, electrically weld- 
ed, black-enamel, steel guards, brass 
blades dipped and lacquered, 8 ft. of 
black flexible cord and a separable 
Edison base attachment plug. Bronze 
bearings and a felt packed oil well sys- 
tem of lubrication are provided. As 
no moving wire is employed in the mo- 
tor construction, the possibility of 
breaking down is reduced to a minimum 
the manufacturer states. The wind- 
ings are placed in partially closed slots 
and are thoroughly impregnated with 
insulating paint. 








The McGill Mfg. Co. Valparaiso, 
Ind., has placed on the market a new 
thumb-switch portable guard. It has 
every desirable feature combined in 
one compact guard with convenient 
thumb switch for one hand operation. 
It will operate either a 25 or 40 watt 
lamp. 








A much-needed, double-pole, double- 
throw panel switch has been designed 
by the Globe Phone Mfg. Co., Reading, 
Mass. Some of the features are that 
it is strong, sure in action and neat in 
appearance. It is packed in an at- 
tractive display carton, 12 switches to 
the carton. 








To meet the demand for a high-grade 
electric drive for farm pumps, the 
“Cullman” electric pump jack has been 
developed by the Cullman Wheel Co., 
1346 Altgeld street, Chicago. It includes 
such equipment as a standard Westing- 
house motor, nickel-steel pinions, hard- 
ened steel sprockets running in oil, 
chain drive, bronze bearings and a pat- 
ented lead equalizer of a new and dis- 
tinctive design. The load equalizer 
automatically speeds up the return 
stroke and slows down the lifting 
stroke, thus equalizing the load on the 
motor and greatly reducing the size of 
motor required by. an ordinary pump 
jack The motors are obtainable for 
direct or alternating currents and if 
desired an automatic control system 
can be furnished which will automat- 
ically start and stop the pump jack 
when the water pressure falls below ar 
established minimum. The standard 
pump jack has a push button switch for 
starting and stopping. 








The Killark Electric Mfg. Co, 
Easton and Warne avenues, St. Louis, 
Mo., has developed a new bell trans- 
former that is 3.25 in. long, 2.5 in. 
wide and 2 in. high and is designed 
especially to fit in a standard box 9 in. 
long, 4.5 in. wide and 8 in. deep. This 
transformer takes 110 volt, 60 cycle 
alternating current on the primary and 
delivers 8 volts on the secondary. The 
manufacturer claims that it will not 
move a meter when used by itself. 
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DEL Too 


The 
Master Electrician’s 
Plier 


HAT hardly describes 

it! The “Red Devil” 
Bonded Side Cutting Plier 
represents the highest attain- 
ment of quality in plier man- 
ufacture. 


Made of chrome nickel steel, and 
forged to a standard, that makes 
the “Red Devil” Side Cutter 
stand a lot of use and abuse. It 
has double cutters, a small nut- 
wrench in the throat and zig-zag, 
non-slip checking in the jaws. 
Spring-tempered handles. 









Each tool accom- 
panied by signed 
and sealed bcnd, 
insuring two 
years’ hard ser- 
vice to the user. 


“Red Devil’ No. 1650—made in 6, 7, 
8, and 9 inch sizes. 


Electrician’s Tool Booklet Free 


SMITH & HEMENWAY CO., Inc: 


Manufacturers of “Red Devil” 
Electricians’ Tools 


266 Broadway, New York, N. Y. 


Keep his confidence. 


Sell him “Red Devils” 

















George Saylor Authority on 
Protective Devices 


George A. Saylor, who was ap- 
pointed western sales manager of the 
electrical division of the Johns-Pratt 
Company, Hartford, Conn., some 
months ago, accepted his first impor- 
tant position in the great electrical 
railway industry in 1900, when he be- 
came general superintendent of the 
Indianapolis, Columbus and Southern 








George A. Saylor 














Traction Co., in which capacity he 
served for six years. At that time he 
enjoyed the distinction of the being 
the youngest traction superintendent 
in the United States. 

In 1906, when Johns-Manville, Inc. 
sought sales representation in the 
West, Mr. Saylor was selected to 
serve in their electrical department, 
rising to the position of manager of 
the electrical, automotive, equipment 
and specialities departments of that 
company. He devoted much time and 
effort to advancement of the industry 
in general—and was particularly ac- 
tive in the Sons of Jove, serving as 
statesman and Jupiter of the Wiscon- 
sin order of that organization. During 
these years he made a comprehensive 
study of protective devices, particular- 
ly fuses, specializing in the Noark 
lines, which were at that time sold 
through Johns-Manville Incorporated. 

It was therefore logical that Mr. 
Saylor accepted the position of west- 
ern sales manager of The Johns-Pratt 
Company. Although this meant a 
change in the name of his principals, 
he continues to handle the same prod- 
ucts. The Johns-Pratt Company man- 
ufactured the Noark line of electrical 
protective devices and molded insula- 
tion from their inception. 








Emerson 
Oscillators 


The same reliable, 
powerful breeze- 
blowers as last 
year - the oscilla— 
tor that is truly 
adjustable, 





Three—speed fans 
in 9, 12 and 16-inch 
sizes, A.C. and D.C. 
— all time tried in 
service. 


Every part of 
Emerson oscillators 
is subject to the 
Emerson Five-Year 
Factory-to-User 
Guarantee, 


Bulletin No. 4024 
gives details of 
Emerson construc- 
tion - why Emerson 
oscillators are 
better fans - sales 
points for everyone 
selling Emerson 
fans. Write for it 
and the sales helps 
bulletin No. 4026 - 
both sent for the 
asking. 


The Emerson Electric 
Mfg. Company 


St. Louis New York 
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HIGHEST 
QUALITY 


PORCELAIN 


Manufactured under license from the 
Porcelain Appliance Corp. 


Our goods 
marketed 
through the 
Jobber. 


Patented 
Feb. 3, 
1920 


Drive-It Knob 
Knobs, Tubes, Cleats 
and Specialties 


THE BRUNT PORCELAIN COMPANY 


COLUMBUS, OHIO 








Lindsley Brothers Make Im- 
portant Changes 


The Lindsley Brothers Co. of 
Spokane, Wash., after many years of 
observation and study, have an- 


nounced a new policy. They are es- 
tablishing their main eastern sales of- 
fice 
with their Minneapolis yard. 


in Minneapolis, in conjunction 
ry’ s 
his 


gives the sales organization direct con- 








F. D. Scott 
Lindsley Brothers Co. 











“CENTRAL” 


Rigid Steel 
CONDUITS 


We have what every Jobber 
wants—a first-class product; 
large stocks for quick deliv- 
eries and a policy that makes 
friends and builds business. 





“Central White” Conduit 
may be bent like a piece of 
soft annealed wire. The 
pipe and finish remain un- 
impaired—features exclu- 
sively “Central.” 


“Central White”—galvanized 
“Central Black’ — enameled 


Central Tube Co. 


PITTSBURGH, PA. 














| tact ‘with, and supervision over, the 


operation of the yard, which they con- 
sider will result in better service. In- 


| creasing business has made it neces- 


sary that they double the output of 


their plant, and they have just com- 
| pleted the addition of another com- 


plete unit to their treating plant, mak- 


| ing in all, four large carload vats and 
| one small vat. The greatest flexibility 
_is obtained in this plant, inasmuch as 


| one unit is operated by steam, and the 


_ other unit by electricity. 


The 


is so located so as to 


Pen- 
trex machine 


| serve both treating units with the 


smallest amount of labor. 
The Minneapolis vard carries from 


| 10,000 to 15,000 poles in stock, and 


| combined with 





a constant flow of 
poles from the producing yards in the 
West, enables the best of service to 
be given. . 

F. D. Scott, who has been in the em- 
ploy of the Lindsley company as sales 
manager of the Canadian company 
The Lindsley Brothers Canadian 
Company, Limited, of Nelson, B. C. 
—is now in charge of the Eastern 
sales office and yards at Minneapolis, 
3101 University Ave., N. E. He is an 




















fill! 


serve 


sulators. 


S i So 
> ec 


Glass Insulators 


for medium voltage 


Power Lines 


are Best Because they 
Better, 
Longer and cost Less. 


Let us send you more in- 
formation about these In- 


last 
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HEMINGRAY| 


OFFICES& FACTORY 
MUNCIE 
IND. 























trict. 





Theatrical Dis- 


Most Complete 
Hotel in the 
Northwest. 





Hotel Radisson 
Minneapolis 
In the Heart of 
the Retail and 


450 Rooms at Moderate Rates 


4 Large Cafes 
The Largest and 
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ELKHART: RUBBER: WORKS 





H ydro-Proof 
Tape 


is age-proof. 


It cannot dry out or 
harden with age. Joints 
wrapped with Hydro- 
Proof do not become 
of 
They remain 
solid and efficient for 


masses dried out 


strings. 





vears. 


‘| In stock this same age- 
=| proof quality insures 


=| you against loss of 
=| profits thru deteriora- 
tion. 





BOOT 


TOUT 





TOT 


poanensas 


TU 


Uti) 
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ELKHART: INDIANA 








old construction man, and has been in 
the cedar pole game for several years. 

L. E. Dunn, traffic manager of the 
Spokane office, has been transferred 
to the Minneapolis office. The com- 
pany feels that it can better serve its 
customers in the East by placing Mr. 
Dunn in closer touch with the eastern 


market. 
* * * 


Palm Beach Calls J. J. Bleadon 

J. J. Bleadon, of the Bleadon-Dun 
| Co., Chicago, spent an enjoyable va- 
cation at Palm Beach in February and 














SS geeks 
ENAMELED CONDUIT 
S12 


ARKD 


OU can “keep 
them smiling” 
when you talk P. 
S. It is easy to 
convince that on 
the job it keeps 
men working with 
speed and pre- 
cision, unham- 
pered by tedious 
difficulties or de- 
lays. 


Reaches the job ready to in- 
stall. Eliminates reversing 
couplings and running dies over 
pipe ends. 


Patented Thread Protectors 
keep threads sharp, true and 
clean—with just enough enamei 
to protect from rust. P.S. keeps 
jobs moving—sales coming. 


Enameled Metals Co. 
Pittsburgh, Pa. 
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Royal Engineers, while in the center 
is Mr. D’Esterre, engineer of New 
York City. Two pleasant incidents of 
the the annual cos- 
tume ball of the Everglades Club, 
which Mr. Bleadon attended with Mr. 
and Mrs. Russell, of the Russell Elec- 
tric Co., and a short trip to Cuba. 


vacation were 





* * * 


Graves of Hart & Hegeman 
| Goes to Cleveland 

i: fae 
Hart & Hegeman Co. in the northern 
| Ohio territory, his resident head- 
| quarters being in Cleveland. He has 
been with the company for six years, 


Graves now represents the 


the first four being spent in the Hart- 
ford factory, going through various 
departments with a view to getting 
a thorough experience. For the last 
two years he has been Michigan rep- 
resentative with headquarters in De- 


troit. Mr. Graves has a great many 





friends in the Michigan territory who 








are sorry to see him go. 


March. This picture was taken Feb- | 
ruary 27 and shows him on the right. | 
On the left is Major Cooper of the | 

















FLOOD - LIGHTING 


for Display Windows 
and Show Rooms 


is the latest development in decora- 
tive window lighting. Some of the 
largest department stores are sub- 
stituting flood-lighting for overhead 
lighting in their windows. The field 
for interior flood-lighting units is 
tremendous and dealers everywhere 
should be ready to profit from the 


sale of flood-lighting equipment. 


e 
agg} 4: 
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FLOOD-O-LITE, JR. 


the new indoor flood light 
is easily sold by all dealers. 


Moderate Price—Good 
Profit 


Your dealers should know about this re 


markable interior flood-lighting unit 


Tell them to put in a small stock of 
three Flood-O-Lite, Juniors, to convince 
the tremendous demand 


flood 


themselves of 


which exists for this high-grade 


lighting unit. 


Electrical dealers who are ready to 
demonstrate the sale of a moderately 
priced unit such as the Flood-O-Lite, Jr., 


are in line for substantial profits due to 
the quick turnover and small sales effort. 


Drop a line, today, for complete informa- 
this flood-lighting 


will pay you to investigate it 


tion about unit It 
and your 
dealers will respond by placing  sub- 


stantial orders with you 


Reflector & Illuminating Co. 
575 W. Washington St. . 
Chicago 
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White Frosting Solution 


Produces a smooth white frosted 
surface on any clear electric lamp 
by dipping the lamp in the solution 
and washing in water. Five or more 
lamps can be frosted in five min- 
utes, at a cost of a fraction of a 
cent each. Etch-O-Lite is clean, 
rapid and economical. Safe to use 
—no harmful or acid effect on hands 
or clothing. 


Guaranteed 
Permanent - Heat Proof 





Distributors of Factory Output: 
UNION ELECTRIC COMPANY 
Pittsburgh, Pa. 

Canada: Northern Electric Company. 








WALGER 
CONNECTORS 


Do a better job 
in one-fifth the 
time at  one- 
half the cost. 


No solder, no 
blow torch 
necessary. 


Makes _ every 
connection 
100% perfect. 


-§.H.STOVER& CO. 
PITTSBURGH, PA. 















Ford, Buick, White and 
Other Foremost Auto 
Manufacturers Are 
Steady Users of 












Soldering and Tioning Flux 
Non-Explosive, Non-Corrosive 
Non-Poisonous 
A complete substitute for dangerous 
acids, commonly used as a Flux. 
Ruby. Fluid is quick acting, anti- 
rusting and always ready for instant 
use. Ruby users include the foremost 
industries of the country. 


The Ruby Chemical Company 
69 McDowell St. 
COLUMBUS, OHIO 


































' in the March issue. 


New Factory for Patton-Mac- 


Guyer 
The Patton-MacGuyer Co., 31 
Mathewson St., Providence, R. L., 


announces through H. F. MacGuyer, 
secretary and treasurer of the com- 
pany, that it will move into its new 
plant at Manncenter, Providence, R. 
I., on or about June 1. The building 
will be of the very latest type of fac- 
tory construction and modern in every 
respect. It will. be a one-story, fire- 
proof structure and will represent a 
substantial increase in floor space 
over their present quarters. The Pat- 
ton-MacGuyer Co. manufactures all 
types of copper, brass and_ steel 
stampings, including a new line of 
wire terminals for radio use that is 
being marketed through jobber-dealer 
channels. R. C. Patton is president of 
the company. Many of our readers 
will remember Mr. MacGuyer from 
his nine years service with the D. & 
W. Fuse Co. 


Sprague District and Local 
Offices Consolidated With 
General Electric 
The Sprague Electric Works of 


General Electric company announces 
the consolidation of its district and 
local offices with corresponding offices 
of the General Electric Company, ef- 
fective April 1, 1923. The manufac- 








M. Magnus Manheim, president of the 
Magnus Electric Co., New York City. 
From a small foundation he has built 
up a business of magnitude through co- 
operation with the jobber, as outlined 








PHILLIPS WIRE COMPANY 


PAWTUCKET, R. I. 








Every Business 


of consequence ought to have proper card 
REPRESENTATION 


WIGGINS 
Peerless Patent Book Form Cards 


are used by many of America’s 
largest card users—superiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 
Send for 








The John B. Wiggins Company 


Established 1857 
ee Plate Makers Die Embossers 
11 . Wabash Ave. 
105 Peoples Gas Bide. CHICAGO 

















A GOOD 
BUY 


A majority of the job- 
bers’ 


country 


salesmen of this 
The 
JOBBER’s SALESMAN the 


consider 


best buy they ever made 
for $1.00. Think of 12 
issues full of live, inter- 
esting sales helps for one 
little iron man! Subscribe 
today and recommend 
THE JOBBER’s SALESMAN 


to your friends. 




















April, 1923 
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The Valentine-Clark Co. 
POLES 


CEDAR 


New York 


Minneapolis 


The secret of 


Toledo Chicago 
Spokane 
wood preservation is 


simple: Poison your wood so it will not 
be attacked by fungi at the ground line, 


by using a 


HIGH-BOILING OIL OF 


COAL TAR. This will forever hold the 


poison and not leach out. 


permanent if properly applied. 


Specify V-C Butt Preservation. 


Results are 


This 


guarantees you a perfect Process of Pole 


Butt Preservation. 


‘held by the Indianapolis 








CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 


Minnesota 














220 Broadway, 
New York 





POLES 


PLAIN OR TREATED 


NATIONAL POLE CO. 


Escanaba, Mich. 


2844 Summit St., 
Toledo, O. 


Rialto Bldg., 


San Francisco, Calif. 

















Pea 





as 


NORTHERN WHITE 
WESTERN RED 


GUARANTEED GRADES 


24Hour:< Service. 
BUTT TREATING 
ANY SPECIFICATION 


Let Us Show You How 
To CashInOn BELL Poles 


= SEND FOR BOOKLET CONTAINING» 
VALUABLE 


ent. | 


=, = 


MT 





ture and exploitation of Sprague prod- : 


ucts will be continued in the name of 
the General Electric Company in the 
recently organized merchandise de- 
partment. The Sprague conduit prod- 
ucts section and the Sprague appa- 
ratus section of the merchandise 
department will, for the present, 
continue offices at No. 527 West 34th 
street, New York City. 


Fixtures Discussed in Indian- 
apolis Conference 


A merchandising conference was 
Electric 


Supply Co., at Indianapolis, Ind., } 


March 5 and 6, at which the entire 
sales» organizations from the South 
Bend and Evansville branches were 
also present. The merchandising of 
lighting fixtures was the subject that 
was given special emphasis during 
the meeting. Arrangements were 
made with R. Williamson & Co., Chi- 
cago to have a display of this com- 
pany’s full line of lighting equipment, 
and addresses and demonstrations 
were made by Sidney Beattie, man- 
ager of R. Williamson & Co., and his 


assistants. 


R. P. Oblinger, president of the 
Indianapolis Electric Supply Co., 
presided at the conference, which was 
brought to a close with a banquet on 


the evening of March 6. 
* * * 


“Pro-Fan-1Ty, a Profitable Story in 
Strong Language” are the title and 
sub-title of a new fan booklet issued 
by the Dayton Fan and Motor Co., 
Dayton, Ohio. It contains some 
strong claims and forceful language 
directed at the dealer to show him 
how to sell fans and make money. 
It inspires the dealer to ask himself 
three questions: “Can I sell the fan?” 
“Can I make a profit selling it?” 


“Will the supply and quality be main- - 


tained after I have developed my 
business?’’ And the answers are “in 
the book.” 


Tue E. W. Kriexarp Co., Cedar 
Rapids, Ia. has recently been organ- 
ized as a sales corporation to take the 
entire production of the Ra-Ne-Day 
Clothes Dryer for the United States. 


Tue Jouns-Pratr Co., Hartford, 
Conn., has recently issued a new 63- 
page catalog entitled ‘“Noark’’ em 
closed fuses. 





Dongan Electri¢ Manufacturing Co 
BELL RINGING & RADIO TRANSFORMERS 


T + 


Mich 








Wrigley Toggle Bolts 
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“Wrigley 


For Quality” 


Made of heavier 
gauge steel. 


Can be put through 
smaller holes than 
the ordinary toggle 
bolt. 


First toggle bolt 
made, 


THE THOMAS WRIGLEY Co. 
504 Sherman St., Chicago, Ill. 











EB 


YOUR TRADE IS ASKING FOR 


BINDING 
POSTS 





Ensign “H” 


Ace 


Corporal 


Lay in a stock of these live sellers. 
Sold through jobbers at attractive discounts. 


Write for bulletin 13. 


THE H. H. EBY MFG. CO., PHILA., PA. 








i 
: 
: 
: 
: 
: 





YAGER’S 


Soldering Flux 








Standard for 
nearly halfa 
century. Keeps 
diy and granular 
in new style con- 
tainer. Non-cor- 
rosive. See that 
your dealer has 
sufficient stock. 


ALEX. R. 
BENSON 
CO., Inc. 
HUDSON, N. Y. 

























































THE JOBBER’S JSALESMAN 





Tyse—A Motor, Stripped 


Type—D Motor Type—C Motor 


An Unworked Market 
for the Electrical Jobber 


TANDARD motors for general use and special 
motors built to individual specifications, offer the 

electrical jobber a splendid opportunity for quick sales 
and real profits. Unless you are already in the field, 
this is a timely tip to go out and secure your share of 
this profitable business. In your territory there are 
doubtless many manufacturers of electrically driven 
tools, devices and appliances who buy thousands of 
small motors every year. Dumore motors will make 
it easy for you to divert this volume of business to 
your books. 
We want you to back our fractional H.P. motors and 
are doing everything possible to warrant your support. 
Our Advisory Department is at your service to aid you 
in solving you customer's motor problems. The high 
quality of our products assure you satisfactory and per- 
manent sales. Our advertising helps make these sales 
easy. And our distributing policy eliminates the com- 
petition of direct factory sales. 
Let us supply your salesmen with specific information 
that will enable them to talk authoritatively on special 
motor applications. Get the full details of our profit- 
making selling plan. 


Wisconsin Electric Company 


1618 16th Street, Racine, Wis. 
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‘A BATTERY | 
1% VOLT UNIT, 4 CELL POWER 
1 eo ae ae A 


THE LONG SERVICE BATTERY 








’ NATIONAL CARBON CO. INC. 
LONG ISLAND CITY. BY = 


CW io 2x‘A Battery 
for W D-11 Tubes 























The Dry Cells in this 1% volt, 4-cell, steel case, New 
EVEREADY “A” BATTERY were developed especially 
for use with WD-11 Vacuum Tubes. Last longer than 
Dry Cells made for other purposes. Longer Service 


Hours Means Economy. Only two connections. 





Also made in two other sizes: 
2-cell, 14% volt, No. 7211 and 
1-cell, 1% volt No. 7111. 


A eg ie | | FOR BETTER RESULTS USE 
For the “B” or Plate Circuit EVEREADY 
use EVEREADY “B” Batteries 

7 & 
Radio Batteries 


NO ACID - NO NOISE - SAFE 
CLEAN -: - - ECONOMICAL 











r. Salesman: Here is another sample of what the National Carbon Company is constantly 
doing to help you increase your sales. The above advertisement will appear in the April 
issues of the leading radio magazines and dealer papers, and in attractive color as a full page 


n the April 14 issue of The Saturday Evening Post 


NATIONAL CARBON COMPANY, INC. 
Long Island City, N. Y. 


Atlanta Chicago Cleveland Kansas Cit San Francisco 


~ EVERFADY 





# good-will. The attractive appearance, light weight, absolute dependabil- 

ij ity and almost silent operation of an R & M Fan are constant causes of 
satisfaction which outweigh many times any saving the customer might 
have made by purchasing a fan of mediocre manufacture. 


The dealer, whose business is being builded for permanence, knows that losing an 
occasional sale for price reasons is much better than to lose even one customer's 
good-will by selling him an article that may prove a disappointment in service. 
Therein lies the reason why large numbers of jobbers, who have prospered in busi- 
ness during the quarter century the R & M Fan has been sold, have been special- 
izing on the R & M line for this entire period. It makes for a steadily growing fan 
business for dealers and in turn increases the volume for the jobber who serves 
them. ~ 


THE ROBBINS & MYERS COMPANY 
SPRINGFIELD, OHIO BRANTFORD, ONTARIO 


Robbins Bag _& Myers 


Motors om | and Fans 














